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Showing 


Are You Prepared? 


The increasing demand for au- 
tomobiles and extensive home 
building means more private 
garages. And more private 
garages mean increased sales of 
garage door sets. 
Are you prepared for this busi- 
ness and are you getting it? 
od ‘ 


NATIONAL dealers are real- 


National Manufacturmg Company 


Sterling, Illinois 
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How 

Hanger 

Operates 

ona The No. 27 Latch has no 
i complicated parts to 

Swivel get out of order 





izing big turnovers. We here 
illustrate our No. 806 Garage 
Door Set—the set that not only 
swings doors the right way, but 


which swings trade to the 
NATIONAL dealer. 


The price is low and the profit 
exceptional, The reason—we 
supply you direct. 
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The Sense of F eeling in Selling 








Everything right out 


in the open in the 
Albany Iron & Hardware Co., seen 
N. Y., kitchenware department 


O reach the brain we must fol- 

low certain established path- 

ways. In selling the broadest, 
surest highways are seeing and feel- 
ing. There is another way—hear- 
ing, but it is circuitous and danger- 
ous. Consider the primitive incident 
of barter, the horse trade: 

Suppose I tell the man with the 
other horse that the steed I wish to 
trade is gentle, unblemished, eight 
years young and a steady worker, 
will that suffice? No! He will un- 
questionably say, “show me the 
horse!” Hearing he discounts, see- 
ing he insists upon. And then what? 
Feeling, by every law of probability, 
feeling is the final sense which he 
will bring into play. He will run deft 










fingers over 
fetlocks, he will try 
the flesh, he wil] feel the coat, he will 


measure off the height. Seeing is a 
primary requirement, feeling is the 
ultimate test. 

Retailers now know the import- 
ance of feeling and once where we 
had goods stored away on high 
shelves and guarded behind counters 
and locked in strong cases we now 
have them in aisles, on counters and 
above show cases. In the most ac- 
tive of our department stores we are 
constantly running into tables and 
special displays, openly inviting us 
to “pick me up, see how I am made, 
feel how good I am.” 

Time was when 
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“behind the 








A Simple 
Fact Faithfully 
Followed Can 


Boost Volume of 


Sales Immeasurably, 


Giving Customers Op- 
portunity to Handle 


Wares Makes Sales 


Easier and Far More 


Frequent. 
counter” had a sense of strictest 
privacy. For a customersto thought- 


lessly wander about the store and get 
on the owner side of the counter was 
to arouse suspicion and quicken dis- 
pleasure. To-day the live merchant 
has taken down barriers. Counters 
are a necessity, to be sure, but are 
used as such and not as barriers. 
The nearer we can get our goods to 
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the customer the closer we have come 
tc a sale. 

So to-day the hardware merchant 
—dquick to profit by the good ex- 
ample set by the department store— 
is putting goods in the aisles, on top 
of cases, everywhere they will afford 
an easy opportunity for the cus- 
tomer to apply the acid test of feel- 
ing. 

A Michigan merchant found him- 
self overstocked on a_not-too-well- 
known line of spark plugs. He ad- 
vertised them heavily, but with poor 
luck. His salespeople talked about 
them. Luck, still bad. Then one 
Saturday he dug up a table, put a 
well arranged display in the aisle 
and by night he had sold ten times 
as many as through any other effort. 
A few days and they were all gone. 
Why? Simply because he invited 
customers to pick them up. They 
tested them by those ever critical 
senses of sight and feeling. And 
they met that test. No amount of 
praise by salesman nor recommenda- 
tion by satisfied user could equal the 
scientific plan of getting the cus- 
tomer to buy by getting him to see 
and feel the merchandise. 

One of the most successful vacuum 
cleaner salesmen I know makes his 
mark by the simple expedient of get- 
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The Edwards & Chamberlin Hardware Co. 


ting the sense of feeling to work for 
him. Where other demonstrators 
work an hour pushing a machine 
over many rugs, he starts his cleaner 
and then says, “Madam, see how 
easy it runs,” and puts it into her 
hands. I have known that man to 
sell more machines than all the other 
dealers in the city. He recognized 
the immutable law that the sense of 
feeling is the direct pathway to the 
brain. Where others denied that law 
and lost sales, he made them. To- 
day there are five of his machines to 
one of any other in the homes of that 
thriving town. Simply because he 
satisfied the ever-to-be-satisfied sense 
of feeling in selling. 

Why do phonograph dealers let 
you take records home? To feel them 
—in this case the ear does the feel- 
ing, but it is not hearing them in 
the sense of hearing about them that 
makes you buy, it is hearing them in 
the sense of feeling them out that 
clinches the sale. 

When you bought that suit of 
clothes it looked like all wool and the 
salesman said it was, but didn’t you 
rub it through your fingers to be 
sure? Of course you did. Feeling 
said, “I must know” before I buy. 

Bartholemew & Co., Michigan 
City, Ind., follow the rule of feeling 
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as well as it is possible for a retailer 
to do so. If it is bicycle time you 
will find bicycles on the floor, in the 
open near the entrance. If the alu- 
minum season is handy there are 
the goods for you to pick up and 
test. If electric iron time is near 
they greet you at the door and are 
waiting for your inspection. During 
toy rushes, tables are laden with 
them and there are no “do not 
handle” signs on those tables. It in- 
volves some extra work and a very 
slight investment for fixtures to keep 
seasonable lines out in the aisles but 
it pays—pays big. 

Marcotte & Lambert, Kankakee, 
Ill, devised a simple arrangement 
for displaying axes. Now they are 
no longer kept in the back of the 
store in inaccessible racks, but out 
on a table. The result is that many 
men pick up an axe, test it, see that 
it fits their needs and they buy. 

And while we are on concrete 
cases, look at the aluminum tables of 
the Edwards & Chamberlin Hdw. 
Co., Kalamazoo, and see how invit- 
ingly they say to women shoppers, 
“roam around, see me as I am, pick 
me up.” A. B. Teale, the successful 
retail manager of that store, is a 
firm believer in the importance of 

(Continued on page 88) 
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make it easy to handle goods and thus make it easy to sell 











UMI 


Grouping Merchandise for Better Sales 


Planning the Store So That Customers May Buy with 


Ease — The Importance of Classifying Articles in the 
Most Convenient Manner — Fuller’s Selling Plans 


4 AKING the interior of any 
| store attractive should be 

one of the chief aims of 
every hardware dealer in the coun- 
try. For, after all is said and done, 
you may have attractive windows, 
great advertising copy, wonderful 
follow up ideas and a strict credit 
system, and if the store itself is not 
on an equal footing with the rest of 
the merchandising plans your money 
has been spent for nothing and your 
time has been wasted. 

Store arrangement is the first 
thing considered in all big merchan- 
dising establishments, because it is 
a generally recognized fact that no 
line of goods can be properly dis- 
played until the store is in its most 
advantageous condition, and so ap- 
pointed that customers will have a 
pleasant time in selecting the goods 
rather than arduous, spirit-weary- 
ing, nightmare in vainly attempting 
to find what they set out to get. 

Out in Park Rapids, Minn., where 
they have the slogan “We Like It, 
You’ll Like It,” and which is con- 
sidered to be one of the most pro- 
gressive cities in the country, is a 
store which can well stand out as a 
model for its excellent arrangement. 
It is Fuller’s Hardware. That’s the 
name of the store—just Fuller’s 
Hardware, and E. A. Fuller, the pro- 
prietor, certainly has put into execu- 
tion plans which would do credit to 
any merchant prince that has ever 
gone down in commercial history. 

One of the first things that should 
be done in every store is to classify 
the store and arrange it according- 
ly. Take into consideration the size 
of the store and its dimensions. The 
Fuller store is fifty by eighty feet, 
occupies two stories and the base- 
ment. The store has two entrances 
sc the interior is divided into two 
sections. On one side is arranged 
the fishing tackle which has always 
been a profitable line for this store 
and combined with it are to be found 
the guns, sporting goods, automobile 
accessories, and further back tools, 
builders’ hardware and paints. 


Kindred Lines Altogether 


Just for a moment consider this 
grouping of merchandise and see if 
your own store is arranged along 


the same lines. Fishing tackle, 
guns, sporting goods and motor 
hardware. It is perfectly logical. 


The sporting man is usually an en- 
thusiastic motorist and the fisher- 
man usually hunts in the fall so that 
one line leads him right along and 
he knows from experience just 
where to go and get it. In other 
words, he is actually familiar with 
the store. Then tools, builders’ 
hardware and paints. All three lines 
are dependent upon the other. Every 
man who uses tools or builders’ hard- 
ware also must have paints, and 
there you are. 

Another feature that this store 
has is “seasonable aisle tables.” 
That is, it displays in the summer 
months seasonable goods on the aisle 
tables, and in winter when the sea- 
sonable goods are a bit more bulky 
they use the tables for bargains. It 
is plain to be seen that the aisle 
tables are used in catering to the 
women customers of Park Rapids. 
Seasonable goods always make a cer- 
tain appeal to women who appreciate 
them and, of course, bargains in a 
hardware store are the special right 
and property of all women, so the 
aisle tables are obviously designed to 
catch their eye. 

On the north side of the store near 
the entrance is to be found the cut- 
glass, nickelware and all house furn- 
ishings, while the silverware is kept 
in glass cases in the center between 
the two sections. Can’t you visual- 
ize the entrance to that store? Fish- 
ing tackle and sporting goods on one 
side with cut-glass and silverware 
on the other. It makes an entrance 
which is as brilliant as any store in 
the town and a distinct p'easure for 
customers to enter it. 

The second floor of Fuller’s Hard- 
ware is given over to the heavier 
lines of hardware. Heating ranges, 
oil stoves, washing machines, kitchen 
cabinets, refrigerators, sewing ma- 
chines and other lines like these are 
to be found here. As Mr. Fuller de- 
scribes it, “anything that occupies 
much floor space and which would 
represent a good sale in any indi- 
vidual case itself. We find that this 
assists our sales in these larger 
items by having them on a separate 
floor where customers can be alone 


59 


with the saiesman while examining 
the goods and neither one be inter- 
rupted while the sale is being made.” 


A Great Selling Idea 

Here is a thought that is certainly 
worthy of consideration and an idea 
that may well be imitated. Many a 
sale has been lost by an untimely in- 
terruption which if the plan used by 
Fuller had been carried out would 
have meant a clean profit to the 
store. 

The basement is used as the tin 
shop while all the glassware and 
barn equipment are sold in this part 
of the store. 

The office of the company is to be 
seen on the balcony of the store and 
combined with this is the phono- 
graph department, one year old and 
from all indications destined to be 
one of the leaders within a short 
time. A description of this will be 
given in another issue of HARDWARE 
AGE. 

Within a few weeks hardware men 
are apt to find time hanging a trifle 
heavy on their hands prior to the 
fall rushes, and if a definite plan of 
remodeling the store so that goods 
are the better displayed is arranged 
tor the actual work can be done by 
the sales force within a very short 
time and perhaps a few commercial 
ills cured. A general grouping of 
kindred lines of goods and an ar- 
rangement accordingly certainly will 
add to the attractiveness of the 
store, and from all past experiences 
ir will pay the merchant well who 
tries it. 

It is to be remembered, however, 
that the dimensions of the store al- 
ways control to a great extent the in- 
terior arrangement. Your store may 
adapt itself to an entirely different 
plan than Fuller’s Hardware, and it 
may be just as good. However, 
you’ll never know until you’ve tried 
it. 

ee 

Mr. Alline has had a wide experience 
in the electrical field and is reputed an 
able salesman. 

As secretary of the Northwestern 
Water & Light Co.. Le Mars, Iowa, he 
spent six years, resigning his position 
in 1895 to enter the electrical contract- 
ing business in Fort Dodge, Iowa. 





In the picture 
on the right 
shaving uten- 
sils, smokers’ 
needs and sport- 
ing goods are all 
to be found. In 
the same part of 
the store are the 
motor accessor- 
ies, so that when 
the sportsmen 
enter the store 
they will lose no time in getting what 
they want. 

An orderly office is one of the best 
indications of how the store looks. 
If the office is kept like the one above 
it surely follows that the store itself 
will be a model one. No crowding here 
but at the same time no lost space. 





Is your store like the one shown in 
the picture on the right? Excellent 
sampling boards are shown here as well 
as the broad unobstructed aisles. Fu!- 
ler’s Hardware Store in Park Rapids, 
Minn., is well arranged in every re- 
spect. 

It is not a gift nor is it luck, but con- 
sistent appliance of ideas to the store. 
Improvement comes as soon as new 
plans are made, and sometimes it may 
take several trials before the thing that 
you are looking for in store arrange- 
ment actually works out the way you 
want it to. Every day someone has a 
new thought in interior displays or in 
window trimming, and these applied to 
your own case may be just the thing 
to make your store the most attractive 
in town. And it is not always the most 
expensive that is the best. Home-made 
kinks often add as much or more to the 
attractiveness of the store. 
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Helping the Cus 


When the store is arranged in 
groups of merchandise as Fuller’s 
Hardware, Park Rapids, Minn., it 
is a much easier matter for the 
customers to pick out what they 
want and at the same time see 
other lines which they need and 








tomer Buy Goods 


which naturally suggest them- 
selves. The classification of kin- 
dred lines will mean greater effi- 
ciency for the store, less time 
taken up by the sales force in use- 
less effort and more turn overs 
each year. 
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Shelf arrangement, so that every 
shelf is accessible and at the same time 
of display value, is shown in the illus- 
tration on the left. Behind the glass 
counters are the shelving with the 
“traveling” ladders which makes it 
more convenient for the salesman while 
at the same time the customer can see 
the goods on display. Here again you 
will notice that the lines displayed in 
this part of the store are kindred lines. 

Below shows the bicycles and how 
they are displayed in the store without 
much loss of space. Bicycles are al- 
ways hard to show without taking up 
too much valuable floor space but here 
they are so placed that the counters in 
the rear keep the alignment and the 
goods are displayed to the most ad- 
vantage. 

Kitchenware on excellent tables make 
wonderful aisle displays. These tables 


are “four-story” affairs each shelf 
being a trifle smaller than the one 
just below it. The base keeps the 
goods from the floor and the heavier 
pans and kettles are on the bottom 
while the lighter utensils are placed 
on top. 

Aisle tables are a great thing if 
used properly. Too many of them or 
if they are so big 
that they choke 
up the aisle they 
prove to be a 
detriment, but 
tables that take 
up *a moderate 
amount of space 
and do not have 
too much on 
them are a great 
help to merchan- 
dising your 
goods. 











Motor Accessories That Always Sell 


Lines That Bring Customers into the Store and Money 
into the Cash Register—Objections to Small Novelties 
By R. N. GRISWOLD 


T has been a long way from the 

‘manufacture of automobile ac- 

cessories to the consumer and 
even to-day there are many items 
that travel a long way and accrue 
heavy traveling expenses before 
they reach the hands of the con- 
sumer. 

The hardware store is doing lots 
to remedy this state of affairs and 
then, too, automobile accessories are 
becoming a staple line of merchan- 
dise. In fact, to-day the require- 
ments of a hardware store in staple 
lines are large enough to warrant di- 
rect factory shipments. There are 
enough everyday accessories to make 
up a complete department and these 
are the items that mean a quick 
turnover that lead to a profit. 

All accessories are by no means 
staple—there are specialties and spe- 
cialties. There’s a new one every 
day, and as far as Fords go, there’s 
perhaps a new one every minute. 
These new and specialty items are 
the ones to be wary of. It’s an easy 
matter to build up a sixty-horse- 
power enthusiasm on any new item 
and then find after the item is in 
stock, that it takes eight cylinders 
and then some, to keep the item 
moving. Whereas the same enthu- 
siasm and sixty-horsepower energy 
put on every-day items would mové 
a truck load of staples a day. 

It’s the specialty items with their 
attractive discounts that hold up the 
business. These same attractive dis- 
counts mean a top-heavy mark up to 
the customer, and finally lead to un- 
dercut from the price cutter. 


Sticking to Standard Lines 


We have learned from experience 
that there is plenty that the auto 
owner needs every day. If you can 
and do supply him with his needs he 
won’t fail to come in again, while he 
won’t be terribly disappointed if you 
say you haven’t got some new fangle 
that he has just seen advertised. 

We don’t believe in carrying this 
to an extreme, for it is possible to 
get into a rut never adding new 
items. There’s no question but that 
there are new ideas in auto acces- 
sories that are worth while, but it 
takes thought and care to pick these 
from the rank and file of new ideas, 
items and specialties. 


Nowadays the ordinary man owns 
a car and this ordinary man likes to 
work on his own car. After he has 
tried two or three nuts he’ll usually 
make a metal resolution that sooner 
or later he’ll have wrenches to fit 
every nut on his car. Then there’s 
value lifting carbon, scraping and 
so on. There’s nothing more staple 
than tools. Let your auto owner 
look at a complete stock of auto- 
mobile tools and there’ll always be 
something more he’ll want to get 
next time he’s in. 

We have been very successful in 
selling automobile tools. We _ en- 
deavor to carry a complete line and 
will continue to do so. Automobile 
tools with such staples as pumps, 
jacks, spark plugs, batteries, greases, 
oils and brake lining make up a de- 
partment that with us is to-day one 
of our most important lines. 


Selling Batteries 


On the item of batteries we have 
found and have built up an enormous 
demand for the sets of four, five and 
six cell units. We have made it a 
point to always have these sets in 
sight and a word now and then has 
sold many to be used for starting, 
ignition or for spot lights and other 
purposes. 

In brief we have found that the 
real profit showing business of auto 
accessories is in the every-day es- 
sential accessories. Here a quick 
turn over is possible in a line that 
is now as staple as hardware and as 
profitable. 

Specialties are sometimes very 
useful as sale stimulators, but our 
biggest success in a sale way has 
been what we call our “Auto Owners 
and Users Sale.” In this sale we 
feature single items at dozen prices 
and carry the sale over a week or 
two weeks. 

Ford parts are a big business in 
themselves. We have found that 
there are some parts that cannot be 
handled to advantage in that it is 
almost impossible to get them inter- 
changeable with the genuine. On 


these we find it better to co-operate 
with the local service station. Igni- 
tion parts, bushings, gaskets, lin- 
ings, etc., are very good and fast- 
moving lines. 

While at certain times of the year 
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motor hardware sells better than at 
other times there is no set season 
for this line which is a great thing 
for the hardware men. For instance, 
in a dull season it is always practi- 
cal to push accessories. Also there 
is always something for the car that 
can be used at certain times of the 
year. Anti-freezing compounds are 
great sellers in winter we find and 
also chains of all kinds for the ma- 
chine. 


Using Arguments in Conjunction 


When a newspaper advertisement 
is used in the motor accessory line 
all the other forms of advertising 
should be devoted or partially de- 
voted to this line and make it a 
concentrated action or attack. The 
windows should be dressed in all 
sorts of accessories the circulars 
that the stores use should be de- 
voted to motor hardware and special 
effort made on that line for the time 
being. If all of the selling plans 
that are at your command are put 
into action at the same time results 
are sure to follow. 

Another plan which has_ been 
worked with success is to watch for 
some local event and then link up 
your motor advertising with it. Wet 
days mean skid accidents and more 
chains to be sold, summer holidays 
means long trips when the motorist 
should provide himself with all ne- 
cessities of the trip, special occa- 
sions in the city or the nearby 
towns will mean automobile trips 
and the use of accessories. 

Taking advantages of all opportu- 
nities is the basis of good business 
and this applies to the motor acces- 
sory business especially. A well- 
tholught-out and carefully executed 
plan of selling will mean more 
money for you. 


Leonard B. Mallory Dead 


Leonard B. Mallory, assistant pur- 
chasing agent of the American Hard- 
ware Corp., New Britain, Conn., died 
recently. He was born in New Britain 
48 years ago and educated in the public 
schools. In 1887 he entered P. & F. 
Corbin’s office as errand boy. Later he 
was employed in the accounting depart- 
ment, and 25 years ago entered the pur- 
chasing department. He is survived by 
a widow, one son and daughter. 
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Your accessory department should always be in a prominent place in the store. Here are two examples of what it can 
be made to look like. The upper picture is of the motor hardware department of the Hersh Hardware Co., Allentown, 
Pa., store, while the lower picture is from the Foster-Farrar Co., Northampton, Mass. Both stores have displayed goods 

to excellent advantage 


- “5 
a 06 262000008°6820088868 
a . 0900008006000 
" eoccccccocee 
oe 


- - .<~ @©0900900000 


wees 0900900000 
3 ? 
; a - 
St, . 























When the Householder Buys Comforts 


Making Things Agreeable for the Home in the Hot 
Summer Months — Selling Goods and Promoting Joys 


Fancy,” according to the poet 

but in the summer he is hot 
and disagreeable and he neither has 
a fancy nor is he fancy in any sense 
of the word. He usually has but 
two thoughts that can be put on pa- 
per without scorching it. He wants 
to be cool and comfortable first and 
second he wonders where all the cool- 
ness of last winter has gone. 

As a matter of fact he can be cool 
and comfortable and as another mat- 
ter of fact the coolness of last win- 
ter can be brought right to his very 
home if he only knew it. Easiest 
thing in the world. One trip to the 
local hardware store and if they have 
a salesman there instead of a clerk 
the young man, or the old man 
either, can have delivered to his home 
all the ingredients of a mid-winter's 
day without the discomforts of stok- 
ing a furnace or of shoveling snow 
from the sidewalk. 

The good hardware store sells 
electric fans, likewise refrigerators, 
fireless cookers, ice cream freezers, 
picks for ice, ice cream dippers and 
a host of other things to improve 
the young man’s language and to 
soothe his ruffled disposition. 

Here is a little picture. 
of the house commonly known as the 
bread winner, works down to the of- 
fice or the factory all day long. He 
has just finished putting up his daily 
fight for existence, perhaps had sev- 
eral little tilts, diplomatic or other- 
wise, with competitors or working 
companions, all superinduced by the 
excessive heat. He trolleys or walks 
home ready to yank the collar off, 
hang up the coat, unloosen the belt 
and sink into a comfortable chair. 

In the meantime the wife, who is 
commonly known as the home maker, 
has been doing her own house work 
ever since she got breakfast for the 
bread winner early that morning. 
Her “hero” thinks that he has suf- 
fered all day leng, and perhaps he 
has, but the wife has been standing 
in a hot kitchen dumbly wondering 
how so many dishes got dirty, why 
beds have to be made as well as 
clothes washed, floors swept, porches 
cleaned, food cooked on a hot stove 
and about seventy-four other things 
that are all a matter of course for 
the home maker during one day. 

Husband and wife exchange a few 


af | N the Spring a Young Man’s 


The man 


pleasantries and then a few sarcastic 
remarks and settle down for an eve- 
ring’s entertainment of glaring at 
each other because both are too tired 
to quarrel. They have both given 
way to the intense heat but won’t 
admit it. 


The Hardware Man’s Part 


Now if the hardware dealer in that 
town had only been thoughtful 
enough he could have saved many 
a harsh word between this couple 
and he might have added much 
profit to his own store thereby sweet- 
ening his own disposition a trifle. 

Madame should, of course, have 
been saved the indignity of standing 
over a hot wash tub. This is simple, 
just sell her a washing machine, elec- 
tric or hand-power, and half of her 
CGay’s work would have been accom- 
plished without misplacing a single 
hair. The gas range, oil stove, elec- 
tric appliances or the fireless cooker 
would have given surcease to many 
a sigh and moan. The vacuum 
cleaner would have saved bending the 
back and the choking sensation that 
she must have suffered as she swept 
the floors that day. In fact her 
work would have almost narrowed 
down to making the beds, washing 
the dishes and reading the current 
fiction or the latest murder thriller 
in the daily papers. 

And the faithful husband certainly 
would have enjoyed an electric fan 
to cool his fevered brow as he sat 
reading that night after dinner. His 
peace of mind would have cost him 
about four cents worth of electricity 
and like a dutiful husband he could 
have shared the breezes with his 
wife without added cost to himself. 

Perhaps they would both have en- 
joyed a cooling drink right off the 
ice which should have been in the 
new refrigerator. At dinner that 
night they might have both had a 
big dish of ice cream made without 
much effort if they had had a freezer 
in the home. 

In fact both of them could have 
enjoyed every comfort for but very 
little cost and if they didn’t it is 
all the fault, of the hardware man 
who was so unprogressive as not to 
see to it that he had convinced the 
bread winner on the value of all 
these articles. 

How a conscientious hardware 
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man can sleep nights when he has 
merchandise in his store that might 
be sold to some one else thereby giv- 
ing them summer joys is a question 
too deep for the most learned stu- 
dents. 


Promoting Home Happiness 


The hardware man is in a better posi- 
tion to give cheer to the overheated 
people in his town better than anyone 
else. He has everything that goes to- 
ward making the hot days bearable and 
with a little effort he should come out 
next fall with but very few left overs. 
Nothing is more seasonable than sum- 
mer goods and nothing shotild be pushed 
harder considering that the season is 
short and people do not think of these 
things until the very last minute or 
when the actually need them. The old 
saying about striking when the iron is 
hot certainly applies to summer com- 
forts except the hardware man should 
strike when his customers are hot. And 
the word strike is not used in any labor 
union sense either. 





Helping the Employees 


In an endeavor to help solve the va- 
cation problem of the young ladies vvho 
are employed in its office, the Pennsyl-. 
vania Rubber Co., Jeanette, Pa., has 
leased for the summer season a beavti- 
ful and commodious cottage at Puc-in- 
Bay, Ohio, and turned it over to the 
girls. 

Twelve girls can be accommodated at 
one time, and a schedule has been ar- 
ranged so that each of the girls may 
have her’ two Weeks’ holiday and still 
not interfere with the routine of the 
office. 

The cottage is admirably located, be- 
ing directly on the beach and close to 
all of the varied amusements of this 
famous watering place. 

A competent and refined chaperon 
has been arranged for in the person of 
Mrs. Mary Beebee. The company will 
assume the expenses of renting the cot- 
tage and remunerating the lady in 
charge. 





The Tyrell Hardware Co., Beaumont, 
Texas, has increased its capital stock 
to $100,000 and is preparing to enter 
the wholesale field with a line of shelf 
and builders’ hardware, _ sporting 
goods, stoves, woodenware, and cutlery. 
The officers of the company are: W. C. 
Tyrell, president; N. A. Simmons, vice- 
president, and J. L. Cunningham, sec- 
retary and treasurer. 








This lawn mower window was used 
by the San Diego Hardware Co., 
San Diego, Cal., and was a prize 
winner in the Rice contest. Grass, 
an arbor, the old oaken bucket and 
one lawn mower proved to be the 
combination that sold mowers. 


Windows 
That Sell 


Summer 


Merchandise 








All three of these windows are from the Bunting 
Hardware Co., Kansas City, Mo. Fireless cookers, 
neatly arranged with several cut outs in the window, 
and attractive show cards as shown above brought 
in many customers. The washing machine and the 
wash day accessories which were in this window made 
the women of Kansas City think on these warm days 
and made several of them decide that they would 
henceforth have the washing done by an electric 
washer. Below is shown refrigerators, ice water 
tanks, ice weighing scales and ice picks as well as 
ice cream freezers. There should be a home for every 
one of these lines that you have in your store. 








Successfully Combining Three Lines 


How the Wilkins-Leonard Co., Youngstown, Ohio, 
Got Washers, Ironers and Sweepers Into Many Homes 


HAT success is certain to crown 
intensive methods of merchan- 
dising is fully demonstrated by 
the experience of the Wilkins-Leon- 
Youngstown, 


ard Hardware Co., 


Ohio, in marketing its ‘Perfect 
Triad” washing, ironing and sweep- 
ing machines operated by electric 
current. 

The results achieved by this com- 











dark ages of seryility ? ? 


for efficiency in the conduct of home work. 





“The Hoover Sweeper”’ 








Lawn Mowers 
You will perhaps think we are 
making a rather strong assertion 














élre You él Slave 
to Housewcrk? 


Are you manacled to drudgery—sentenced to hard housework labor; to be oppressed by sum- 
mer heat; submitting yourself to the arduous duties of housework like women still living in the 


Progress and invention has recognized the demand for labor-saving and time saving devices 


Wise — i. adopt these 20th Century methods of dispatching household work through 


OUR PERFECT TRIAD Y°" 


— all above all 
Vv must be 
must be ww AUER Nr cota fat Machines mast, be 
and before you install these labor-saving devices, be sure that you are getting the 
best—the ones that will give you the greatest service and help; look at ip of them 
if you choose but be sure to come to Wilkins-Leonard’s and let us explain why, in 
our thirty-four years of experience we have fo indo others that will equal the 


“The 1900 Washer’’ 








“The Simplex Ironer’”’ 
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of our Lawn 





Mowers. 














The Home of Mr. Make-It Right 


when we say that ‘‘we will give Now is the time to paint your 

| you 50% more for your money if buildings—increasing their value, 

} poo NY FON Headquarters for protecting t hem against the 

8) : 

i en cages — Hardware weather, and improving their 

Y here.”’ Bu ut if you will come and : ar Re 
‘ in this to you, we are Baby Carriages general appearar ur’s is tl 

pull go away convine- kind of Paint that goes farthest 





WILKINS - LEONARD HARDWARE CO. 


and gives the greatest service. 











27-29 East Federal St. 

















The combination used by Wilkins-Leonard Co., Youngstown, Ohio 
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pany in following out a consistent 
policy are an object lesson to every 
retailer. For in the rich industrial 
district in the Mahoning and She- 
nango Valleys, no other distributer, 
larger or smaller, has produced such 
successful sales in this line. This 
applies not only to competitors, but 
to dealers in electric specialties and 
to large department stores. 

While it may not be said that the 
Wilkins-Leonard Company has con- 
centrated on these lines to the ex- 
clusion of any other, at the same 
time no opportunity has ever been 
allowed to pass without emphasizing 
them. In all of its publicity forms, 
its newspaper advertising, its unique 
and original street car cards, its cir- 
culars and the like, the company has 
consistently and persistently men- 
tioned its Triad. 

Its washing, ironing and sweeping 
machines are well known, standard 
makes which make the work of the 
housekeeper easier and accomplish 
better results than if the labor were 
performed by manual toil. During 
the past few years the Wilkins- 
Leonard Company has conducted, in 
its advertising, an extensive educa- 
tional campaign, which not only ben- 
efitted its sales, but reacted to the 
advantage of all dealers in such 
specialties. 

Emphasis is frequently placed upon 
the desirability of such ‘“imple- 
ments” 
and back-saving devices. The com- 
pany has followed up its publicity 
by sending solicitors and demonstra- 
tors throughout the district. This 
sales service is still further aug- 
mented by repair service, the com- 
pany paying the salary and expenses 
of an employee whose chief duties 
consist in investigating complaints 
and making minor repairs and ad- 
justments where needed. It has been 
the experience of the company that 
most of the troubles are of a minor 
nature, which an expert repairman 
can easily remedy. The value of 
such service, not only to the buyer, 
but to the store’s reputation for 
backing up its product, can well be 
imagined. 


The Jovial “Mr. Make-It-Right” 


In its publicity literature, the 
store has devised a Wilkins-Leonard 
personality in “Mr. Make-it-Right,” 


in the home as labor-saving © 








July 1, 1920 


who continually impresses upon the 
mind of the reader that “You, above 
all, must be satisfied.” 

Terse, pointed quips and truths 
are being constantly voiced by Mr. 
Make-it-Right, who says: “It’s not 
cnly quality and fair prices that 
make this store the popular hard- 
ware store of the Mahoning Valley, 
but the service is one of the most 
important features.” 

And again: “When the sale is 
made our responsibilty only begins. 
We are not through when you buy. 
If you are not satisfied, put it up to 
me.” 

In-one of his Christmas greetings, 
Mr. Make-it-Right reminded: “Think 
of two things for Christmas—how 
to win the war and what to get for 
the home—Our Present Triad ans- 
wers both questions.” 

On another occasion he elucidated 
as follows: “Every woman’s dream 
of married life was to be a sweet- 
heart—not a slave. Yet when she 
has to undertake such drudgery as 
clothes washing during the days of 
summer’s stifling heat, without mod- 
ern conveniences, it is nothing short 
of slavery that is imposed upon her. 
Do away with those dreary wash 


days. Have us install Our Perfect 
Triad.” 
Mr. Make-It-Right’s face was 


beamed from billboards in all parts 
of the city, from newspaper pages, 
from street car cards and from cir- 


culars, so that he is well known to 
the buying public of Youngstown 
and vicinity. And he has been so 
frequently associated with the Wil- 
kins-Leonard “Triad” that his smile 
instantly conjures up for many peo- 
ple a mental vision of the machines. 

At various intervals the company 
also publishes a list of people who 
have bought one or more machines 
in the Triad. The purchaser of one 
is likely later to buy the other two 
and a close record is kept therefore 
of all buyers. This is especially true 
in the case of the washing machine 
and the ironer. Invariably the 
housewife will first select the wash- 
er, if she cannot afford both. All 
three are sold on an installment pay- 
ment basis. By the time she has 
the washer paid for, the company 
suggests, through one of its repre- 
sentatives, that she have a demon- 
stration of the ironer. Only in rare 
cases, after a machine is installed, 
is it necessary for the company to 
remove it or take it back. 

The Wilkins- Leonard Company 
has pursued the same methods in 
selling lawn mowers, with the ex- 
ception that a mower is a more or 
less seasonable article. But in the 
spring and summer the desirability 
of a beautiful lawn and the advan- 
tage of having a mower that will 
make it neat and trim are contin- 
ually hammered home by the com- 
pany. 


Coming Hardware Conventions 


TEXAS HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Waco, July 9, 10, 
1920. R. F. Bell, secretary-treaurer, 
320 Broadway, New York. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Agricultural College, 
July 13, 14, 15, 1920. E. R. Gross, sec- 
retary-treasurer, Agricultural College. 

TEXAS HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
i808 Main St., Dallas. 


Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 


MissouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 


KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Phila- 
delphia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
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Porch, secretary-treasurer, Oklahoma 
City. 

Iowa RETAIL HARDWARE ASSOCIA- 
TION AND EXHIBITION, Des Moines, Feb. 
8, 9,10, 11,1921. A. R. Sale, secretary- 
treasurer, Mason City. 


CALIFORNIA RETAIL HARDWARE & Im- 
PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIll., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

OHIO RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Co- 


lumbus, Feb. 15, 16, 17, 18, 1921. Ho- 
tel Headquarters, Deshler Hotel. Ex- 
hibition in Memorial Hall. James B. 


Carson, secretary, Dayton. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George 
A. Fiel, secretary, 10 High Street, 


Boston. 
NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION, INCORPORATED, CONVEN- 


TION AND EXHIBITION, Rochester, Feb. 
22, 23, 24, 25, 1921. Hotel Headquar- 
ters not yet decided upon. Exhibition 
at Convention Hall and Annex. John 
B. Foley, 607-608 City Bank Building, 
Syracuse. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Texas. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 11, 12, 13, 14, 
1921. Headquarters, Imperial Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


G. T. D. Expansion 


The Greenfield Tap & Die Corp., 
Greenfield, Mass., has acquired the Lin- 
coln Twist Drill Co., Taunton, Mass., 
and will add its line of twist drills, 
reamers and milling cutters to the 
Greenfield list. This new acquisition 
will give the Greenfield Tap & Die 
Corp. a complete line of small tools. 
The plant at Taunton will be enlarged 
to meet increased requirements. 

An up to date buff-room has been 
added to the plant of the William L. 
Gilbert Clock Company, Winsted, Conn. 
Modern machinery has been installed, 
enlarging greatly the company’s facili- 
ties for making alarm clocks. 





Thomas S. Powers Dead 


After an illness of two years, Thomas 
S. Powers, proprietor of the Sargent 
Hardware Co., Brockton, Mass., died 
recently in the Belmont Hospital. Mr. 
Powers was fifty-two years old, and is 
survived by a widow and several chil- 
dren. 








Building Business by Correspondence 


WO primarily essential ques- 


tions of paramount import- 

ance must be asked and an- 
swered preliminary to the writing 
of any telling business letter. These 
questions are simply expressed, but 
supremely requisite in all business 
correspondence. They are: “What 
and How?” As you pick up a letter 
you are to answer, or take that 
metal deep breath prior to the writ- 
ing of an original letter, I would 
have in type a mile high and Gothic 
wide, the question “What.” It 
would loom so big and stand so stal- 
wart that it must be met and dis- 
posed of before you could say “My 
Dear Sir.” 

It is as foolish to attempt to de- 
sign a luxurious automobile without 
the engineer’s blue print, it is as 
childish to attempt a masterpiece in 
painting without an outline, and it 
is as foolhardy to install a system 
of bookkeeping without any under- 
standing of credits and debits, as it 
is to start the business letter with- 
out a plan and purpose. “What” 
must be answered or the letter can- 
not be. 

Is your reply to soothe a sore spot? 
Is it to stimulate a sale? Is it to 
announce a change in policy? Is it 
to make a complaint? Definite de- 
termination of the purpose and cause 
for the letter must precede dictation. 
The wise mariner always knows 
whither he is bound before he sets 
sail and much of the delay, much of 
the waste and much of the mis- 
understandings in our business cor- 
respondence arise from an improper 
appreciation of the outstanding im- 
portance of recognizing the domi- 
nance of decision in framing the let- 
ter. Confused ideas, crossed pur- 
poses, a jumble of ideas and a jar- 
gon of words are found in a very 
high percentage of our letter writ- 
ing and almost invariably the re- 
grettable time-and-money-destroy - 
ing fact is attributable and directly 
traceable to a lack of understanding 
of the purpose of the letter. Deci- 
sion, definite, clean cut, clear and 
certain is preliminary to the letter. 
Sometimes decision calls for writing 
no letter at all. 

Spring & Warner, large retail 
meat dealers in an Illinois city 
found their two refrigerating plants 
out of commission. They immedi- 
ately wired the two different manu- 
facturers as follows: “Refrigerating 
plant bought of you refuses to work. 
Cannot use at all. Are losing valu- 


EDITOR’S NOTE—IN THIS, 
THE SECOND OF A SERIES 
OF ARTICLES ON BUSINESS 
LETTER WRITING BY THE 
WESTERN EDITOR OF 
“HARDWARE AGE,” EMPHA- 
SIS IS PLACED ON THE DOMI- 
NANCE OF DEGISION WHICH 
IS THE FIRST STEP IN 
BUILDING A LETTER THAT 
HITS THE NAIL SQUARELY 
AND HARD. 


MO 





able property and much business 
every hour.” One manufacturer in 
reply wrote a letter, saying: 

“We cannot understand the diffi- 
culty you are having, as the 
refrigerator system rarely falls 
down. We presume your difficulty 
is a matter of clogging of the small 
intake pipe. We suggest you get a 
local plumber to repair. 

“Regretting the loss you are occa- 
sioned and hoping this will solve 
your problem, we are 

Very truly yours.” 


That letter reached the distressed 
dealer three days later. The other 
firm, upon receipt of the telegram 
wired a former employee in a city 
ten miles distant from Spring & 
Warner, as follows: 


This Was Great Service 


“Get employer’s permission to 
visit Spring & Warner, Kankakee, 
immediately. Repair faulty refrig- 
erating system. Send us expense 
statement.” 

They then wired Spring & War- 
ner as follows: “Expert on way. 
Will have system working before 
night.” 

Which of the two methods is an 
example of efficient business corre- 
spondence? Right decision is al- 
ways preliminary to the right let- 
ter. 

Yesterday I stepped into the office 
of a retail hardware merchant. He 
was plainly peeved. His aggrava- 
tion of temper was so recent and so 
pronounced that he proceeded to un- 
bosom his troubles to me. “Just 
read that letter, will you,” he said. 
Of course I did. It was an excuse- 





less, ill expressed complaint, upon 
the part of a customer, who had 
bought lawn hose nearly a year and 
The complaint stated that 
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half ago. 


the hose had given away in one or - 
two spots. 

In the first place, it was a piece of 
cheap merchandise and from the cus- 
tomer’s own statement it had not 
been properly cared for—yet he was 
seeking an adjustment and such an 
adjustment as would secure the re- 
turn of the entire purchase amount. 
The dealer said “what am I going to 
answer?” Our advice was, “Deci- 
sion is particularly important and 
the best decision you could make 
now is not to decide, but to write 
only when you have cooled down.” 
He took the tip and by waiting 24 
hours he will write a calmer, fairer 
and much better business building 
letter. Had he attempted to write 
upon receipt of the complaint, he 
simply would have continued the 
controversy; as it is, allowing’ time 
to dampen his flaming anger, will 
make for a fair adjustment and re- 
tention of the customer’s business. 

It is a safe rule to never write a 
letter or answer another while 
stirred. Calmness is an essential 
foundation stone in building proper 
decision and calmness is impossible 
when temper is on a rampage. 

Writing letters hastily and hur- 
riedly without proper consideration 
of what the letter is to do, is almost 
as foolish as a dentist hurrying to 
relieve a patient distressed with an 
aching tooth and not finding out 
which tooth is to receive attention. 

To hit the nail hard in business 
correspondence, first find the nail. 


Lewis H. Beck Retires 


Lewis H. Beck has resigned as presi- 
dent of the Beck & Gregg Hardware 
Co., Atlanta and Savannah, Ga., the 
first mercantile firm in the south to be 
incorporated. He will take up the less 
exacting duties of chairman of the 
board, a position to which he has been 
elected for the remainder of his nat- 
ural life. 

Mr. Beck has seen fifty-four years of 
activity with the firm that bears his 
name, and has been in the hardware 
business in Atlanta since 1866. As 
president of the Atlanta Chamber of 
Commerce he made a very fine record 
as a leader and has always been identi- 
fied with all of the local charity move- 
ments. 

In connection with his retirement he 
nominated as officers the following who 
have recently assumed their various 
official duties: W. A. Parker, presi- 
dent; W. C. Holleyman, vice-president; 
Palmer J. Smith, treasurer, and Clar- 
ence J. Aldred, secretary. 
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LEST WE FORGET 


66 E HOLD THESE TRUTHS TO BE SELF-EVIDENT: THAT ALL MEN ARE 

CREATED EQUAL; THAT THEY ARE ENDOWED BY THEIR CREATOR 

WITH CERTAIN INALIENABLE RIGHTS; THAT AMONG THESE ARE 
LIFE, LIBERTY AND THE PURSUIT OF HAPPINESS; THAT TO SECURE THESE 
RIGHTS GOVERNMENTS ARE INSTITUTED AMONG MEN, DERIVING THEIR 
JUST POWERS FROM THE CONSENT OF THE GOVERNED; THAT WHENEVER 
ANY FORM OF GOVERNMENT BECOMES DESTRUCTIVE OF THESE ENDS, IT IS 
THE RIGHT OF THE PEOPLE TO ALTER OR TO ABOLISH IT, AND TO INSTITUTE 
A NEW GOVERNMENT, LAYING ITS FOUNDATION ON SUCH PRINCIPLES, 
AND ORGANIZING ITS POWERS IN SUCH FORM, AS TO THEM SHALL SEEM 
MOST LIKELY TO EFFECT THEIR SAFETY AND HAPPINESS.” 


“KEEP BUT THE MODEL SAFE, 
NEW MEN WILL RISE TO STUDY IT.” 





A \HE decisive factor, for good or bad, in any 
business, government, or institution is the 
individual. Civilization can advance only in 

proportion to the progress made by individual 

minds. Men and women are not made better. 

They make themselves better as their knowledge 

of themselves and of their environments is broad- 

ened. 

The earlier stages in the history of all business 
centers around a few forceful and constructive per- 
sonalities. Emerson aptly phrased this when he 
said: “Every institution is the lengthened shadow 
of one man.” 

As business grew and became more complex in 
character and methods large corporations and syn- 
dicates were evolved. Men bound themselves to 
- systems and to forms and wrought the modern mir- 
acles of speed and efficiency. It has been only nat- 
ural that an exaggerated importance should have 
been placed on. systems and forms, and all the 
varied, complex machinery of modern commercial 
life. 

But occasionally it is our common sense, perhaps, 
that causes us to pause and to consider our per- 
spective, and to appraise things as they are with a 
refreshing humor and something of a sense of pro- 
portion. When we do, what overwhelming impor- 
tance immediately attaches itself to the human unit 
in every phase of business life! 

There are probably few places where the human 
element exerts a more direct and positive influence 
upon the character and prosperity of business than 
behind the counters of a retail store. It is very 
nearly a demonstrable fact, that the success of any 
modern retail business is limited, in the final anal- 


ysis, only by the character and resource of the men 
and women behind the counters. The personality, 
character and intelligence of the individual em- 
ployees are the greatest conceivable assets any busi- 
ness can have. 

After the last word has been said about stock, 
finances, displays and methods of merchandising, 
the human factor remains dominant, insuperable, 
the one thing above all else that sells the goods, the 
one force that magnetizes or repels customers, and, 
indeed, with such slight and subtle agencies as the 
mere glance of an eye or the awkwardness of a 
gesture. 

Nothing beneath the broad and wholesome sky is 
as interesting as men and women. Nothing is more 
important. The human equation everywhere is 
more than ever a matter for deep and liberal 
thought. 

Civilization would decay in a rut if each new 
generation did not lift it out upon the broad plain 
of evolutionary progress, and keep it going toward 
the distant, lofty peaks of human hopes. 

Men and women since the beginning of thought 
have been working, both consciously and uncon- 
sciously, on the one great fundamental problem of 
the human race. Equalization, that will be both 
just and sane, is the problem of the ages. It is full 
of perplexity and vexation to the hearts and the 
minds of men. But the seeds of hope and progress 
can only germinate in liberal and receptive minds. 
For the growth of progress is toward more liberal 
thought, greater courage and more daring hopes. 
The fruits of progress will come with the ripening 
of individual minds, in the form of a more rational 


equalization of men upon the earth. 
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Uncle Sam Urges Good Kitchen Equipment 


Makes Survey of Work of Farmers’ Wives—Would Give Them 
Best Utensils — Strikes Threaten Iron and Steel Output 


WASHINGTON, June 28, 1920. 


worth of farm kitchen equipment 

on the strength of some free pub- 
licity work just undertaken by Uncle 
Sam your sales force is not up to its 
job and you should go over your or- 
ganization with a fine tooth comb. It 
isn’t every day that the Government 
offers a hand to help you sell washing 
machines, electric irons and the like 
and no wideawake man will fail to 
climb on to the bandwagon. 

“That the waste of woman power is 
one of the greatest menaces to the rural 
life of the nation” is a declaration made 
by the Department of Agriculture on 
the basis of a farm home survey just 
completed in the thirty-three northern 
and western states. How to conserve 
this power by providing up-to-date 
equipment for every farmer’s wife is 
the problem. 


Surveyed 10,000 Farm Homes 


The survey of farm homes was made 
under the direction of Miss Florence 
E. Ward, the record covering 10,015 
farm homes averaged by taking typical 
communities of the counties in which 
the survey was made. Much of the in- 
formation was gathered personally by 
home demonstration agents who are 
the joint representatives in the field of 
the Department of Agriculture and the 
State agricultural colleges. 

The big fact demonstrated by the 
survey is that a little well-directed in- 
vestment in modern equipment for the 
farm home, together with a reasonable 
amount of careful planning would pre- 
vent a large part of the current wast- 
age of the energy of the nation’s rural 
homemakers. Miss Ward backs this up 


ik YOU can’t sell a thousand dollars’ 


By W. L. CROUNSE 


with a nice little demonstration lec- 
ture that you would probably like to 
stage in your show windows. 


A Big Problem 


“This is a serious matter,” she says, 
“because we have a live national prob- 
lem now in working out the economics 
of country living in such a way as to 
make the farmers, men and women, sat- 
isfied to stay on the land and help build 
it up. Perhaps the greatest factor in 
bringing this about will be the healthy, 
alert, and expert homemaker who will 
see to it that part of the increased in- 
come from the farm goes into improve- 
ment of the home. 

“At a time like this, when the dearth 
of farm labor is a limiting factor in 
production, it is very doubtful business 
policy for farmers to use increased in- 
come to buy more land instead of using 
a part of it in raising standards of liv- 
ing so that women and young people 
will not want to go to the cities in 
search of attractive living conditions 
and amusement.” 

The survey discloses a number of 
reasons why many women do not find 
farm life attractive. Some of these 
reasons make the job of running a 
hardware store look like the diversions 
of a summer afternoon. 

The working day of the average farm 
woman, as shown by the survey, is 11.3 
hours, the year round. In summer, it is 
13.12 hours. And 87 out of each 100 
women have no regular vacation during 
the year. 


No Loafing Here 


On the average, the farm women can 
find only 1.6 hours of leisure during the 
summer and only 2.4 hours in winter. 
Half of the farm women are up and at 


work at 5 o’clock in the morning and 
keep at ‘it until late at night. 

Forty per cent have water in the 
kitchen, but the other 60 per cent must 
go to the spring or the pump to bring 
the water for cooking breakfast. Thirty- 
six per cent help with the milking. 

On the average, the farm womaa has 
a ‘7-room house to keep in order. 
Seventy-nine per cent have kerosene 
lamps to trim and fill. 

Ninety-six per cent do the family 
washing, about half of them having 
washing machines and the other half 
doing the work with tub, washboard 
and boiler. That means that every 
other farmer’s wife in the United States 
is a promising prospect for every one 
of your bright young men who think 
they know how to sell washing ma- 
chines. 

Twenty-six per cent of farm women. 
have gas or electric irons to make more 
comfortable the task of ironing. Ninety- 
two per cent do some or all of the fam- 
ily sewing. Garden work is done by 56 
per cent, 94 per cent make all or part 
of the family bread and 60 per cent 
have churning to do. 


Do Field Work, Too 


Eighty-one per cent of all poultry 
flocks are cared for by women. One- 
fourth of the farm women help to feed 
and bed the live stock, and 24 per cent 
of them spend over six weeks in the 
year assisting with some part of the 
field work. All of this in addition to 
cooking the family meals and caring 
for the children. 

Some job, these farm ladies have, 


believe me! 


This of course, Miss Ward admits, 
is the dark side of the shield. It does 
not take into consideration the many 
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compensations that come with the wom- 
an’s daily round of work for the com- 
fort of her family, and anyone who has 
experienced the satisfaction of living in 
the open country knows that the aver- 
age farm woman is more fortunately 
placed than her average city sister. 
But the task is sufficiently grinding to 
send the farm woman to bed “breath- 
ing a prayer that her strength may be 
equal to tomorrow’s duties.” 

But what is to be done about it? 
This is the problem that induced the 
Department to undertake the survey. 
Based on the data received some very 
definite things are suggested. 


Better Equipment to Solution of 
Problem 


The interest of the Department in 
this very serious matter is as great, 
Secretary Meredith declares, as its in- 
terest in farm studies regarding labor 
of men, machinery, and crop returns, 
and for the same reason. The work of 
women is fully as important from the 
industrial standpoint, while their con- 
tribution to the comfort of living in the 
rural communities far outweighs that 
of mere man. 

The Department’s investigation shows 
that the farm women’s working hours 
might easily be shortened if the prin- 
ciples of modern business were applied 
to the farm home. That such princi- 
ples can be applied goes without saying. 

A few dollars spent for up-to-date 
plumbing would put running water at 
the service of the 60 per cent of the 
farm women who are now obliged to 
tote it from the spring or pump. A 
few dollars more would provide bath- 
rooms for the 80 per cent who now have 
none, and would not only lighten the 
labor of the farm women but would 
add greatly to their comfort and con- 
tentment. 


The labor of the women could be 
greatly lessened if the farm houses were 
as well equipped as the up-to-date barn 
which the farmer looks upon as “so 
much currency with which to buy effi- 
ciency.” Of course the farm house is 
just as important as the barn and, from 
the most rational standpoint, a good 
deal more so. 

The installation of modern lighting 
systems would release some of the time 
of the women in 79 per cent of farm 
homes where kerosene lamps are used. 
The initial cost would be small when 
weighed against the convenience and 
comfort. 


Stoves and Washing Machines 


The installation of large heating 
stoves capable of providing the neces- 
sary warmth for the entire house would 
release some of the time of the 54 per 
cent of women who now care for two 
or more coal or wood stoves during the 
greater part of the year. 

Washing machines should be installed 
in every farmer’s house, of course. 
First class kitchen utensils of every 
description pay big dividends as time 
savers and as improvers of the quality 
of food. 

Every farm woman should have the 
best obtainable flat irons heated by gas 
or electricity if they are available. 

In short, the same sort of intelli- 
gence and investment employed to make 
the field and barn more convenient, 
would, if applied to the home, save un- 
told drudgery to the women on the 
farms and add both to the profit and 
the comfort of farm life. 

Why not print this in a little pamph- 
let and send it to all the farms in your 
neck of the woods, together with a list 
of the equipment you will be glad to 
sell on reasonable terms to the hard- 
working farm women? 


Water Power Bill Becomes Law 


N interesting announcement comes 

from the White House that Presi- 
dent Wilson signed the water power de- 
velopment bill within the statutory 
period of ten days following the ad- 
journment ‘of the recent session of 
Congress. This is good news and will 
be hailed with much satisfaction 
throughout the country. 

If half of the benefits claimed for this 
measure when it was under cc isidera- 
tion are realized the fuel resources of 
the country will be conserved and pros- 
perity greatly enhanced. Especially 
will the development of water power be 
a boon to that region west of the Mis- 
sissippi where cheaper power, heat and 
light will tend to draw many industries 
from the more populous districts of 
the Atlantic seaboard. 

It is estimated by experts that the 
steam, gas and water operated plants 
of the United States to-day have a total 
of 42,000,000 horsepower. The poten- 
tial horsepower available on sites con- 
trolled by the Government and which 
would be available under this law is 


estimated at 54,000,000. That capital 
is greatly interested in these possibil- 
ities is shown by the number of inquir- 
jes addressed to the Interior Depart- 
ment concerning suitable leases for 
water power development. 


Details of Control 


The law places the administration of 
the measure in the hands of the Secre- 
taries of the Interior, War and Agri- 
culture, who are authorized to specify 
the royalties to be paid the Government 
on all leases granted. Water power 
rights on all public lands, forest reser- 
vations, Indian reservations and navig- 
able streams may be leased up to 50 
years. At the end of that period the 
Government has the option of taking 
over the plants built at an appraised 
valuation, of releasing them, or leasing 
them anew, the lessee paying the ap- 
praised valuation of the property. 

In framing this law, Congress took 
special pains to see that the rights of 
the people in their natural resources 
were effectively protected. The bill 
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: taining supplies of hardware from 
: the manufacturers 
: Southern Jobbers recently held its 
: convention in Atlantic City and was 
: addressed by Commissioner William 
: B. Colver. 








: John Donnan are respectively the As- 
: sociation’s president and secretary. 
: The other respondents are members 
: of the association. 
= are so numerous that the members 
: who are named were selected as be- 
: ing fairly representative of the en- 
: tire membership of the Association. 


> out that certain retail 
: dealers of Georgia and adjacent 
: states organized a co-operative pur- : 
: chasing company for the purpose of : 
: purchasing in wholesale quantities : 
: harware supplies dealt in by such co- 
: operating retailers. 


> ments that they have confederated 





TRADE COMMISION 
TAKES FLING AT 
SOUTHERN JOBBERS 


k= now the Federal Trade Com- 
mission has tackled the South- 
ern Hardware Jobbers’ Association 
with a notice to come forward with- 
in forty days to answer the charge 
that the members of the association 
have confederated together to pre- 
vent certain retail dealers’ co-opera- 
tive purchasing companies from ob- 


thereof. The 


Here is the commis- 
sion’s bulletin which embraces all 
the information available in Wash- 
ington at this time: 

“Upon application for the issu- 
ance of complaint, the Federal Trade 
Commission has, the public interest : 
appearing, cited the following con- 
cerns, all of Atlanta, Ga., in com- : 
plaint of unfair competition in the 
hardware trade: Southern Hardware 
Jobbers’ Assn.; Beck & Gregg Hard- 
ware Company; Dinkins-Davidson 
Hardware Company; Crumley-Sharp 
Hardware Company; King Hard- 
ware Company, George E. King and 
John Donnan. Forty days are given 
for the filing of answers, after which 
the case will come to trial on its 
merits. 

“The Southern Hardware Jobbers’ 
Association is a voluntary associa- 
tion of about 350 wholesale hard- 
ware dealers. George E. King and 


These members 


“The Commission’s complaint sets 
hardware 





“Respondents are to answer aver- 


together to prevent the retail deal- 
ers’ co-operative purchasing com- 
pany from obtaining supplies of 
manufacturers and other sources 
from which purchasers of hardware 
in wholesale quantities must obtain 
supplies; that manufacturers have 
been caused to refuse to sell to this 
co-operative purchasing company. 
The Commission was informed that 
manufacturers were notified that 
they would lose the patronage of the 
members of the Wholesalers’ Asso- 





: ciation if sales were made to the co- : 
? operative company.” 
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passed a most careful scrutiny by of- 
ficials of the Interior and other inter- 
ested departments. 

While the great West is expected to 
derive, primarily, the most benefit from 
this legislation, the East, likewise, 
should find relief through the lessening 
of congestion. Already it is reported 
that upon completion of suitable water 
power projects thousands of miles of 


May Curtail Iron 


b ieneld the production of iron and 
steel may be largely curtailed and 
other industries seriously affected by 
the coal shortage next winter is fore- 
shadowed by the Federal Reserve Board 
in its latest monthly review of business, 
industrial and _ financial conditions 
throughout the country. The situation 
already is acute in some districts, ac- 
cording to the Board, and production 
in many lines is being held down. 

Shortage of cars is the chief factor 
in curtailment of coal production. The 
car supply at the eastern mines is es- 
timated at less than 30 per cent of 
normal and, while there has been more 
or less labor trouble in the principal 
mining districts, yet that is regarded 
by the Board as only a minor cause in 
reducing coal production. 

Efforts of ‘shippers on the Great 
Lakes to facilitate the movement of 
coal by pooling their shipments are re- 
garded by the Board as only a partial 
remedy. In the Southwest, according 
to the review, many mines are operating 
at only two-thirds capacity. 

Coal shipments to other countries are 
reported as light. No reduction in coal 
prices is in sight, the Board says. 


Strikers Are to Blame 


Commenting on the far-reachng ef- 
fect of the car shortage and freight 
congestion, the Reserve Board states 
that reports of its agents indicate that 
the “transportation tie-up is largely the 
result of the railroad strike which still 
continues over a large section of the 
country.” The congestion is further 
accentuated, according to the Board, by 
local strikes of other groups of trans- 
port workers. 

“While the shortage of cars is acute 
at some points,” the review says, “it is 
evidently not the prime cause of the 
immediate transportation difficulties, 
which are due to inability to shift and 
utilize the existing equipment on ac- 
count of the shortage of labor and dif- 
ficulties with inexperienced men who 
have taken the place of strikers.” 

Sporadic strikes in the manufactur- 


transcontinental railroads will be elec- 
trified. As much of the coal now used 
by these carriers comes from the 
Eastern fields, that item alone will save 
for the future hundreds of thousands 
of tons annually. The water power de- 
velopment act may yet prove to be the 
magic wand to open vast regions hith- 
erto inaccessible. This will eventually 
mean cheaper coal. 


and Steel Output 


ing industries, notably textiles, have 
continued to indicate unrest, the Board 
says. Acute shortage of labor on 
farms is reported. Wages apparently 
have fallen far behind the advances in 
prices and cost of living. 

Little hope for a general reduction 
in prices is held out by the Board, al- 
though it suggests that changes in 
prices that have taken place may fur- 
nish the basis for a more far-reaching 
alteration in the essential price struc- 
ture. 

Priority Orders on Coal 


In the hope of relieving the fuel 
shortage in New England and other 
sections of the country, drastic action 
has just been taken by the Interstate 
Commerce Commission in the issuance 
of preference and priority orders to 
the railroads in the transportation of 
bituminous coal to tidewater for trans- 
shipment by water to destinations 
within the United States. 

Declaring that an emergency exists 
which requires immediate action, the 
Commission ordered all railroads in 
Eastern and Southern territories to 
give preference and priority to carloads 
of coal consigned for shipment by 
water to New England or any other 
domestic destination “until the further 
order of the Commission.” The order is 
effective immediately. 

The Commission simultaneously or- 
dered all railroads east of the Missis- 
sippi River serving mines, to furnish 
the mines with coal cars in preference 
to any other use for a period of thirty 
days, beginning Monday. 

A virtual embargo on the export of 
coal is expected to result from tie 
Commission’s orders because, railroad 
men assert, the agents appointed for 
the direction of coal shipments can not 
issue permits for the movement of coal 
for foreign destination unless it can pe 
shown that the preferences and pri- 
orities directed will not be impeded. At 
least thirty days will be necessary to 
care for domestic wants, it is said, pro- 
vided congestion is overcome to a point 
permitting rapid coal movement. 


Bluffing on Price Maintenance 


fee Department of Justice has just 
issued a warning that contracts be- 
tween manufacturers and dealers to 
prevent the latter from reducing the 
selling price of manufactured articles 
This is a part of the 


are unlawful. 


Department’s campaign to lower the 
cost of living which up to the present 
time has not proven a glittering suc- 
cess. 

The Attorney General declares that 
indictments will be brought against 





Hardware Age 


manufacturers who procure agreements 
with dealers to adhere to fixed resale 
prices on the ground of criminal viola- 
tion of the Sherman Act. Mr. Palmer 
goes so far as to charge that the ab- 
sence of formal contracts will not avoid 
the provisions of the law, and it is 
pointed out that in a recent case an in- 
dictment was obtained when the agree- 
ment consisted merely of an exchange 
of letters or in a purely oral conversa- 
tion. 

It would have been a little fairer to 
manufacturers and merchants if Myr. 
Palmer had stated frankly that up to 
the present time the Government has 
been beaten in every attempt to punish 
producers for attempting to maintain 
resale prices except where definite con- 
tracts have been employed. I do not 
need to call attention to the Colgate and 
Beech-Nut cases which are too receat 
to require any comment. 

Every merchant who knows enough 
to stay in business six months realizes 
that the maintenance of resale prices 
on standard identified merchandise has 
absolutely nothing to do with the high 
cost of living. It should be equally 
well known that the Department of 
Justice has made a lamentable failure 
of its pursuit of the real profiteers, who 
have gotten away with everything short 
of murder under the very noses of Mr. 
Palmer and his assistants. 


That Sweet Story of Sugar 


Perhaps in his next bulletin the At- 
torney General will cite the particular 
statute under. which he assured the 
Louisiana sugar producers that the De- 
partment would permit them to charge 
a price for raw sugar which amounts 
to upwards of 22 cents per pound to 
the consumer. This was a jump of 
more than 100 per cent, but possibly 
Mr. Palmer does not bother with a little 
thing like that. 

It’s enough to make a horse laugh 
to read that “a general reduction in 
price is expected by the officials of the 
Department of Justice as the result of 
a clear definition of the law regarding 
price fixing, as it is pointed out that 
many merchants have been unable to co- 
operate in the campaign to lower liv- 
ing costs because of the fixed prices on 
certain manufactured articles.” 

I suppose that means that, as soon 
as hardware dealers are permitted to 
cut the price on safety razors, there 
will be a big slump in the price of po- 
totatoes, beans and porterhouse steak. 

How about sugar, Mr. Palmer? 





The Pennsylvania Rubber Co., Jean- 
ette, Pa., has recently appointed Jay 
Chamberlin as manager of the Cleve- 
land branch, and L. J. Waldron as New 
England manager. ; 


J. H. Quakenbush has been ap- 
pointed assistant sales manager of the 
American Hammered Piston Ring Co., 
Baltimore, Md. Previously he was dis- 
trict sales manager working in the 
Eastern states. His territory will be 
handled by B. B. Wolfe, who becomes 
district manager. 
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Consolidation of Drop-Forging 
Plants 


On April 2 the stockholders of J. H. 
Williams & Co., manufacturers of drop- 
forgings and drop-forged tools at 
Brooklyn and Buffalo, N. Y., and of 
The Whitman & Barnes Manufactur- 
ing Co., makers of twist drills, reamers, 
wrenches and drop-forgings at Akron, 
Chicago and St. Catharines, Ontario, 
ratified the agreement providing for 
the consolidation of the wrench and 
drop-forging plants and business of 
Whitman & Barnes at Chicago and St. 
Catharines with J. H. Williams & Co. 
The Whitman & Barnes Manufactur- 
ing Co. retain their twist drill and 
reamer business and will continue, as 
an entirely separate organization and 
on an extended scale, the manufacture 
of these exceptionally well known tools 
at Akron, Ohio. 

J. H. Williams & Co. have long been 
known as the largest manufacturers of 
drop-forgings and drop-forged tools in 
the world and was one of the first to 
enter this field commercially. The busi- 
ness was founded in Flushing, L. I., as 
a partnership in 1882 by James H. 
Williams and Matthew Diamond under 
the style of Williams & Diamond, later 
Williams & Brock. It located in 
Brooklyn in 1884, assumed its present 
name in 1887 and was incorporated in 
New York State in 1895. 

The Brooklyn Works employ about 
750 persons, occupy 2 adjoining square 
blocks of City property, including the 
street between which is closed, and 
contain about 197,000 sq. ft. of floor 
space. In 1914 the Buffalo Works, an 
entirely new plant, began operation; 
they now employ over 1000 persons and 
comprise 47 acres with about 233,000 
sq. ft. of floor space. 

The Whitman & Barnes Manufac- 
turing Co. was founded as a partner- 
ship in 1846 by Augustus Whitman and 
Alfred G. Page under the title, Page 
Whitman & Co. In 1868 the Akron 
factory was built and, in 1877, the 
business was combined with that of 
George Barnes & Co. of Syracuse, N. 
Y., the enlarged concern assuming its 
present name—The Whitman & Barnes 
Mfg. Co. The St. Catharines Plant 
was acquired in 1882 and eleven years 
later the Chicago Works were built. 
They now consist of 45 acres of land, 
with 820,000 sq. ft. of floor space and 
are connected by private trackage with 
four railroads. They employ about 800 
people. 

The St. Catharines Works manufac- 
turing special drop-forgings to order 
and standard lines of drop-forged 
wrenches, pipe wrenches, adjustable 
wrenches of various styles, pliers, 
hammers, hatchets, swedges, etc., are 
located on the Welland Canal and ob- 
tain power therefrom. They occupy 
about 2% acres with floor space of 35,- 
000 sq. ft. The company owns some 
6 acres of additional property, which 
may be utilized in the near future for 
the erection of larger and improved 
facilities to care for the Canadian 
trade. This business has the distinc- 


tion of having every jobbing house in 
the Dominion on its books. About 200 
persons are now employed. 

Two of the works, that at Buffalo 
and the new forge shop, 500 x 100 feet, 
and 3000 hp. powerhouse at Chicago 
are the most up-to-date forging plants 
in the world, while those at Brooklyn 
and St. Catharines are admirably 
adapted to the toolmaking end of the 
business. 

Through this consolidation of the 
four plants—Brooklyn, Buffalo, Chi- 
cago and St. Catharines—the ultimate 
geographical ideal for the service of 
customers has been attained. The 
merger also emphasizes the leading 
position of the Company in the manu- 
facture of drop-forgings and drop- 
forged tools. 

The Brooklyn factory, in 1893, had 
the distinction of being the first fac- 
tory in this country to provide shower 
baths for its workmen and again, in 
1914 of leading its industry in the 
establishment of separate pension and 
life insurance systems for the direct 
benefit of its employees, and, of course, 
for the indirect benefit and satisfaction 
of its stockholders. 

The business will continue to be oper- 
ated by those who have been continu- 
ously identified heretofore with the 
business of J. H. Williams & Co. and 
with the Chicago and St. Catharines 
Plants of The Whitman & Barnes 
Manufacturing Co. 


In Business 49 Years 


Wm. Bittel, Peoria, IIl., veteran 
hardware man and charter member of 
the Illinois Hardware Association, has 
decided to retire and has taken steps to 
sell out his entire stock. 

He has been in the hardware busi- 
ness in Peoria for 49 years, and has 
met with unusual success, much of 
which he attributes to the faithful co- 
operation of his son, Oscar J. Bittel, 
and Henry M. Stein. 

Mr. Bittel’s hardware experience ex- 
tends back to 1864, seven years before 
going into business for himself, thus 
bringing the total years of activity 
to 56. 

In announcing through the Peoria 
papers his intention to retire, Mr. Bit- 
tel closes by saying that his competi- 
tive hardware dealers are the finest 
and most congenial bunch of fellows 
ever found in any business. 


Winchester Store In Boston 


The formal opening of the Winches- 
ter Co.’s Tremont and West Sts. Boston 
store took place June 22. This store 
is the second in the proposed chain of 
hardware and sporting goods stores in 
all the American cities of 50,000 or 
more population to be opened, the first 
being the Providence, R. I., store; 
Charles A. Cross is manager. The 
store consists of a large street floor 
and basement done in a chaste French 
gray, with a paneling and other wood 
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work of light oak. On the first floor 
are the departments for arms, ammu- 
nition, fishing tackle, cutlery, silver 
ware, household specialties, small toilet 
articles and equipment. 

In the rear balcony is the electric 
goods department. In the basement 
are displayed the general lines of hard- 
ware, automobile accessories, golf, 
tennis, base ball goods, sports clothing, 
etc. There will be another Winchester 
store opened in Boston late this sum- 
mer or fall at 45 Summer St. The 
Winchester Company plans to open its 
Springfield, Mass., store within the 
next few days. 


Employees’ Banquet 


On June 15, 1920, the M. W. Dunton 
Co., Providence, R. I., gave a banquet 
to its employees in the ballroom of the 
Crown Hotel. 


After dinner the banqueters formed 
a get-together meeting, presided by E. 
V. Halligan, sales manager. Frank 
Chapman, president, gave an interest- 
ing resume of his career as a manufac- 
turer of soldering flux, telling of the 
steps he took to build up the business, 
now well established. 


A very interesting talk on co-opera- 
tion was given by Lawrence Chapman, 
founder of the Solderkit Club of Amer- 
ica. Several employees made remarks 
of current and general interest. All 
present voted the party a tremendous 
success. 


Neverfail Jobbers 


The Neverfail Carburetor Co., Long 
Island City, N. Y., has contracted with 
the following jobbers, who will dis- 
tribute Neverfail carburetors in the 
allotted districts: F. Hersh Hardware 
Co., in eastern Pennsylvania; J. C. 
English Rubber Co., Jersey City, N. 
J.; Select Products Sales Corp., Long 
Island; Bailey & Co., North Carolina 
to Texas; Monarch Sales Co., Indian- 
apolis, Ind.; Deckert Bros., western 
New York and western Pennsylvania; 
E. A. Patterson & Co., Kansas, and in 
Colorado, the Mountain Tire & Gas Co. 


Yale & Towne’s New Secretary 


At a meeting of the board of direc- 
tors of the Yale & Towne Mfg. Co., 
New York, held May 27, the resigna- 
tion of John B. Milliken as treasurer 
of the company was accepted. Willard 
L. Case was elected to succeed Mr. Mil- 
liken, effective July 1, but taking office 
September 1. 

Mr. Case the new treasurer has had 
a most fortunate and varied career 
along accounting, auditing and indus- 
trial engineering lines. He enters upon 
his new duties well trained to manage 
the finances of the company. At the 
same meeting Edward C. Waldvogel, 
general manager, was elected a direc- 
tor cf the company. 





Unique Display Effect—Satire Ads 





Which Have Created 


Local Comment — A Drive on a Variety of Hardware 


Something Decidedly Different 
No. 1 (2 cols. x 5 in.) 


Measured by strict advertising stand- 
ards, critics would probably unite in 
voting this ad a “horrible example” and 
the fact that in reality, it is far from 
being this, serves to demonstrate that 
advertising is not yet the exact science 
that the merchandising expert of the 


poetic = 











1. Our store will be closed from Friday ni ti 
ing in c onde r to mark up our goods and mark them down 
ng will be sold regardful ofe cost. 

Plaster $2.25 per p sk 







HOSE—BPest % inch rubber for ladies or gents 20c per foot 
COLLARS—6 inch for stove pipes, 10c each 
BUTTONS—Window screen or check row wire 10¢ per don 
SHEETS—Galvanized roofing $10.00; sand paper 2 for Sc 
COVERS—Best khaki for wagons, $7.0 
HOOKS AND EYES—For sc 
CAPS—XXXX dynamite, 2c eac’ 
In addition to the above v 
ket price 
JAC KETS (fe 








following at the highest mar- 


or feed cookers); ELASTIC (Springs fer all purposes); 
NEE DLES (for binders); 

e tires); BINDING 
nd gun powder); 
LACE (for 

BS (neck); and 

t THREADS bet ak prices. 


D. G. “JAMES 


In Which a Sale (?) Is Announced 























advertising agency would have you be- 
lieve it is. 

The appeal in advertising is some- 
thing that like human nature, cannot 
be measured with a yard stick. Deal- 
ers have sometimes written us asking 
why we didn’t “land” on a certain ad 
which in their opinion was poor. It 
certainly would be foolish on our part 
to “shoot up” an ad which we know 
has produced eminently satisfactory re- 
sults. 

Certain styles of copy “go” well in 
one community and fall down some- 
where else. What we try to do is to 
show you the ad along with comments 
that will define as clearly as possible 
the work the ad has done. This should 


serve as a key in adapting the ad or the 
idea to your own purposes. Recently 
we reproduced a “blank” ad used by 
Howard’s of Mt. Vernon, N. Y., which 
was immediately used with good re- 
sults by the Blakey-Clark Hardware 
Company of Ennis, Texas. No doubt, 
some dealers couldn’t see much to this 
ad and there wasn’t anything tangible. 
Nevertheless, transplanted in another 
dealer’s field, it caused the comment 
that invariably boosts sales. As the 
politician said: “I don’t care what 
people say about me; what I want them 
to do is to TALK about me.” 

Now this ad of D. G. James, Rich- 
land Center, Wis., certainly doesn’t 
feature anything specific in the way 
of hardware items and the presump- 
tion is that it won’t sell anything. But 
O. B. James assures us to the contrary, 
so there you are. All theories and cal- 
culations upset completely. BUT, we 
might add, Mr. James is wise enough 
not to give his readers a steady diet 
of freak ads like this one. He throws 
in one about once monthly. 

Folks never know just what a James 
ad is going to be. It pays to keep the 
public on the alert. Don’t get your ad- 
vertising in such a rut that readers take 
it for granted which means that they 
don’t read it carefully. Give ’em a jolt 
once in a while. It makes little differ- 
ence how’you do it as long as you DO 
it. 

Now, personally, we think this piece 
of James buffoonery has a sting and 
the parties who are stung are the 
merchants who “mark up goods and 
mark ’em down again.” This popular 
national pastime has reached such a 
point that the newspapers are rushing 
the type foundries to death making up 
% signs. Some of these sales are bona 
fide but who is to separate the sheep 
from the goats when such a flock of 
goats are browsing in the sales pasture. 

So then, take another look at this 
James ad. Maybe you won’t think it 
so asinine as you did at first. You 


know Abe Lincoln said that ridicule 
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could kill faster than anything else. 
Maybe the James ad will set you to 
thinking the next time you see a 100% 
off ad. At least, you will examine the 
bait before you swallow the hook. 


Putting Borders to Work 
No. 2 (2 cols. x 6 in.) 


David Daniels, adman for the Daniels 
Store, Corsicana, Texas, is a great be- 
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COVER YOUR FLOOR 
WITH THIS 


Nine by twelve 
Japanese Roll Grass Rugs 
Inamany beautiful Oriental 
lesigns and different colors 
worth double our special 


price of 
$11.75 


seamless 
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IMON DANIEL 


menta 
con mer "Be saton ate pot Sth Hy avenue, 
Phone 97' 
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ESOP EEE EE NOE neeanceaee) 
In Which Borders Do Pictorial Duty 


liever in the value of good typographic 
display. Mr. Daniels has produced a 
number of novel and striking effects 
by means of types and borders alone 
and the Daniels ad reproduced here is 
another example of how Mr. Daniels 
seizes every opportunity to make type 
and borders work for him. 

Fancy borders were used in this ad 
to give some semblance of an art 
square and the connection is secured 
by means of the headline which focusses 
attention on the border arrangement. 
While, of course, the borders are in- 
ferior to an actual illustration, there is 
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July 1, 1920 


a more definite suggestion carried to 
the reader than could be secured by 
means of type alone. The terseness of 
the text also reinforces the effect of the 
borders and taken as a whole, we should 
say this is a very effective announce- 
ment. 


Sponsored by the Vice-Presidential 
Nominee 
No. 3 (2 cols. x 4 in.) 


Here is an ad from the Foster-Farrar 
Company of Northampton, Mass., home 
of the Republican Vice-Presidential 





Gov. Coolidge 
recommends 


more home gardens. We have urged this idea and have secured 
a further limited quantity of 
SEED POTATOES 

While they last we will sell Irish Cobblers at $6.00 a bushet 
and Green Mountains at $5.50 a bushel. 

Our stock of Vegetable Seeds is still complete and of the 
same high grade we have always sold. 

A Home Garden will assist materially in reducing the High 
Cost of Living. ~ 


FOSTER-FARRAR CO. 


Telephone 11 Opposite Draper Hotel 
Open Saturday Evening 102 Main Street. 


In Which Coolidge Gets Into Print 
Again 











Nominee, Calvin Coolidge. The ad is 
really inspired by an utterance of Gov. 
Coolidge concerning home _ gardens. 
Coming from him, it carries more than 
ordinary weight for the Governor pays 
$32 a month rent and depends upon his 
backyard garden to help pay the land- 
lord. 

The high price of potatoes makes this 
a real ad. As the grocery clerk said to 
the lady who asked for 25c worth of 
spuds: “Sorry, Madam, we don’t slice 
them any more.” 

Potatoes are comparatively easy to 
grow and the crop is amazingly large 
even when a small yard space is 
planted. 

This ad was used a few weeks ago 
when farmers generally were planting 
potatoes and therefore it tied up per- 
fectly in so far as seasonal considera- 
tions were concerned. 

It will soon be time to feature pre- 
parations for killing off potato bugs 
which serves to prove Dame Nature is 
particularly kind to the hardware man. 


Covering a Large Slice of Stock 
No. 4 (4 cols. x 15 in.) 


The Ballantine Hardware Company’s 
(Warsaw, N. Y.), ad is a bang-up 
presentation of an important section 
of the store’s stock. The typographic 
arrangement of this ad is exceptional 
and we suggest that every hardware 
dealer give it some close study, noting 
particularly the readability of the 
panels and the effective contrast 
secured by a 3-point shaded rule as 
opposed to the plain black rule. The 
outside black border better serves as a 
frame when used in connection with 
the shaded rules and our advice is to 


abandon the use of black rules in an 
ad of this kind, with the exception of 
the outside or enclosing rule. 

Our criticism of the slogan is that it 
is too long. Better break it up and 
make two of it using, “The store that 
does things” as one. 

The concluding paragraph is a 
dignified appeal for trade: read it over 
carefully. 

The panel text is well handled al- 
though we would have liked to see 
more than six panels of the eighteen 
used list prices. Note that Govern- 
ment war goods are given great promi- 
nence by the full-width panel as is 
also the case with nails. This was an 
exceptionally good idea. 


-] 


or 


New England Meeting 


The annual meeting and election of 
the New England Iron and Hardware 
Association was held at Young’s Hotel, 
Boston, on June 15, 1920. Thirty mem- 
bers were present. The membership 
committee made report of the year’s 
progress, and announced a loss of three 
members for the year ending May 31, 
1920. 

The following officers were elected 
for the ensuing year: Fred L. Avery, 
president, succeeding Mr. Henderson, 
who served two terms; Myron B. Da- 
mon, vice-president; Charles H. Breck, 
treasurer. George J. Mulhall was re- 
elected clerk. 
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LAWN MOWERS 
1e Caldwell Line. Pr 
from $5.00 to $12.00 


es range 





HARDWARE! 


We have a big stock and can make promt deliveries 
of almost everything in our line of merchandie 


WE NOW HAVE A GOOD STOCK OF NAILS 


HAMMOCKS 
The Palmer Line. 20 differen: Pat 
terns. Prices range from $4.50 to 


PORCH HAMMOCKS 
Five styles. Prices range from 


$1250 to $25.00 











ony me punta tn smn amanne 
SCREEN DOORS 
Complete with furnishings, sizes 


2 ft. 6 in by 6 ft 6 in to 3 tt. by 7 
ft. Price $4.00 complete. 


and galvanized 


WIRE SCREEN 


We have all sizes ia both black 


SCREEN WINDOWS 
Wood frame, five sizes, Prices 
SOc to BSc. Steel frame, three 
sizes. Prices $1.00 to $1.50. 

















FISHING TACKLE and BASE BALL 
GOODS 
We have a large and well assort- 
ed stock 


ever before 


ALUMINUM WARE 


Our stock is larger and better than 


WASHING MACHINES 
To operate by hand, water, gaso- 
line or electricity. 








RANGES 


For coal, wood or gas. We have 


VACUUM CLEANERS 


Carpet Sweepers. 
Brooms, Curtain Stretchers, Carpet 


FIELD FENCE 


Dustless Mops, 
We have a stock of Feace and 

















automobiles and all purposes. 





a large assortment to select from Beatere—Everything for the house Barbed Wire 
cleaning. 
PAINT AUTOMOBILE ACCESSORIES POULTRY NETTING 
For the house, barn, furniture, A well assorted stock. “We are All sizes in both fine and coarse 


long” In automobile robes 


mesh 








POULTRY FEED 


The celebrated “Blue Ribbon” for 
little chicks, for growing chicks, for 
laying hens. 


frigerators. 








REFRIGERATORS 
We have a nice assortmeat of Re- 
Prices range from 


WAR GOODS 
We have a quantity of goods pur- 
chased from the U. 3. Government 
on which you can save dig money. 

















GOVERNMENT WAR GOODS 


We have a quantity of goods purchased of the U. S. 
Government on which you can save Big Money. 











Our new store affords us room in which to display our goods. : li 
roomy. If you are not yet one of our customers we would appreciate your giving us a 
chance to prove to you that our store is the place to purchase your hardware. 


Telephone and Parcel Post Orders Solicited. 


THE BALLINTINE HARDWARE COMPANY 


Warsaw, New York 
When you think of Hardware, Think of Ballintine, The Store That Does Things 


The store is light and 








In Which the Resources of a Hardware Store 


Are Made Plain 








Letters of a Sales Manager to His Men 


LXVI 


“Eyes and See Not—Ears and Hear Not” 


This is the sixty-sixth of a series of sales letters which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware AcE, in which they will appear in succeeding issues 
through the year. 


who used to stand up in a pulpit and hurl something of the above kind at the heads of a few innocent 
victims who gathered regularly every Sunday in the old checkered church, to make their donations 
toward righting the wrongs in the world and to give the old parson an excuse for being on earth. 


G inte ed to way, way back in the dim and distant past, I recall a long, black coat-tailed individual 


“Eyes and see not, and ears and hear not?” Impossible! 


Well, I used to think so; but I have changed my mind. There are all too many people who do that 
very thing—fail to see and hear, and as I happen to be one of them, I feel myself entirely competent to 
write, speak or preach on this subject. 


There is an unusual amount of talk just now (it started during the war—and some of it died a-borning) 
about the other fellow’s job being excess baggage to the commercial world and the one notion that will not 
down is that traveling salesmen are froth on the commercial cup of success and—by heck!—I’ve been wait- 
ing for some of you more enlightened fellows who make a living selling goods to speak up. Where are 
your tongues that you don’t challenge the correctness of the statements these fellows are making? 

It has been correctly reported that an unusual amount of time has been consumed at retail dealers’ 
conventions discussing this subject. 

Now, I am not concerned that these agitators will get very far with their theories, but what I am inter- 
ested in is what causes this talk of eliminating the traveling salesman to continue? 

Are we neglecting to do some things we ought to do? 

Does the dealer fail to properly appreciate the help and good advice we give him? 


I listened while seated in the smoking compartment of a chair car, a few days ago, to one of these wise 
fellows who can write with both hands on two subjects at the same time, air his views on the lack of 
necessity for salesmen who fill up the trains and make the natives walk; and I made up my mind that the 
trouble with traveling men is that they are too modest. 

They just lay back and let these fellows roll the crust of oblivion over them. They ought to pause 
once in a while, from collecting interest on Liberty Bonds, and make these natives see what an important 
member of this commercial society they are. 

Just imagine, if you can, what would happen to a very large number of your customers if all com- 
mercial travelers were pulled off the road. There would bea howl go up from these same dealers that 
could be heard as far as the peace table in France. 


Have you ever pointed out to dealers the real service you are to them? 
No? 

Well, let’s do it right now! 

I believe that the effect will be good. 


It is necessary that some strong measures be adopted to check these agitators. I am for placing 
squarely before every dealer I meet the real service a commercial traveler renders. 
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[MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Monthly Market Summary 


ARDWARE business’ during 
H June was characterized by ac- 

tivity in practically all season- 
able and staple articles of merchandise. 
Collections were good, though the price 
tendency of the month was upward, 
and reports from all sections of the 
country indicate that a general spirit 
of optimism prevails, in spite of the 
fact that the transportation difficulties 
are at present in a very acute and 
critical condition, and that shortages 
exist in many lines of basic and es- 
sential hardware. 

During the past month a number of 
wholesale firms reported a number of 
cancellations of orders, which might 
possibly be regarded in some respects 
as a significant tendency, but which was 
apparently merely cancellations on 
merchandise for which the season had 
passed, and which retailers could not 
reasonably carry in stock, if they were 
to receive deliveries at this time. In 
many instances the jobbers who re- 
ceived the cancellations did not them- 
selves have the goods in stock. 

There has probably never been a time 
when the turnover of both jobbers and 
retailers has been as rapid as now, and 
it is manifest that general business 
would be much greater in volume if 
dealers could get even a partial amount 
of the merchandise desired. Reports 
from all sections of the country 
indicate that the demand on the part of 
the general public has not shown any 
appreciable signs of diminishing. The 
consensus of opinion seems to be that 
so long as there are shortages there 
will be large demands, and until the 
present difficulties of transportation 
have been, in some degree, remedied, 
manufacturers will continue to have 
trouble getting raw materials and, as a 
consequence, production will be handi- 
capped and prices high. 

There were a few isolated cases 
reported during the past month that 
showed a decrease in the volume of 
business compared with May, but the 
large majority of both wholesale and 
retail houses apparently enjoyed a 
substantially large and well balanced 
business. 

The single outstanding feature of the 
past month, in every section of the 


country, was probably the serious prob- 
lem of transportation. The effects of 
the railroad strike of the early spring 
are still visible, and freight congestion 
at practically all of the larger termin- 
als and yards has made very slow pro- 
gress toward improvement. Many rea- 
sons are said to be responsible for this 
condition. The steel strike of last 
autumn, the wear and tear on rolling 
stock, during the past three years, 
which has not been properly replaced, 
labor unrest, storms and bad weather 
conditions, money stringency, and the 
hampering of the movement of freight 
ears by slow unloading and poor pack- 
ing have all been contributing factors. 

Weather conditions during the early 
part of June tended to hamper retaii 
business to some slight extent in the 
matter of disposing of seasonable 
articles, but this did not have any great 
retarding effect except in isolated cases 
in the south and south west. The ma- 
jority of wholesale and retail firms are 
not carrying excessive stocks in any 
sense of the word, but rather are hav- 
ing difficulty getting goods in adequate 
quantities. 


Buying More Conservative 


The tightening of credit by the banks, 
following the action of the Federal Re- 
serve Board, has had a good effect to- 
ward curtailing reckless speculation, 
and has also ‘been partly responsible, 
perhaps, for fostering the gradually 
growing conservatism that is making 
itself felt in buying circles. Dealers 
are no longer ordering with the wan- 
ton, spendthrift, liberality that was 
somewhat general and characteristic 
six and eight months ago. As a mat- 
ter of fact, few manufacturers or job- 
bers can accept orders now without 
reservations. In the first place they 
are unable -to adequately fill the orders 
they receive. In the second place, they 
seem to be unwilling to undertake con- 
tracts that would require vast exten- 
sions of their present production sched- 
ules, which are already heavily taxed, 
when it is reasonably probable that, if 
they were to do so, they would be forced 
to reduce their production within a few 
years, when it is expected a surplus 
will have been created. 
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The farmer trade in the middle west 
is reported very good, and this is true 
of practically the whole country. Build- 
ing has been retarded by labor condi- 
tions and by the shortage and the high 
prices prevailing for real estate and 
materials of all kinds. 

The most acute shortages seem to 
be in wire goods and fine tools. Wire 
cloth, poultry wire and wire nails are 
at a premium everywhere. The un- 
usually large demand for heavy steel, 
such as plates, rails, bars, etc., has to a 
large extent been partly responsible 
for the shortage of nails. When some 
of the present demand for heavy steel 
products has been satisfied, it is likely 
that the situation in the nail and wire 
markets will be materially relieved. 
Most of the wholesale firms are selling 
nails altogether on allotments from 
back orders, as that is the only way 
they seem to have had any success in 
handling the situation. 


Few Declines Expected 


The sash weight situation, which at 
one time was considered even worse 
than the shortage in nails, has been 
partly relieved. Many of the New Eng- 
land sash weight manufacturers are 
said to be in a better position now, to 
accept orders. 

Reports from all sections indicate 
that there is every reason to expect that 
business will be good all summer. It 
seems very unlikely at the present time 
that there will be any appreciable re- 
cession of prices. Notwithstanding all 
talk, past and present, regarding price 
reductions, no clear cut evidence is yet 
visible. There are also very favorable 
indications that the summer business 
this year will be larger in volume of 
cash sales than during 1919. 

In some quarters there is rather an 
ambiguous feeling that the political sit- 
uation will have a tendency to affect 
prices for either sentimental or political 
reasons, but it is, to say the least, 
rather doubtful that the election can 
have any direct influence on the price 
of hardware. Hardware is too staple a 
line of merchandise, and its influence 
too decidedly affected by clean cut eco- 
nomic laws to be swayed by rumors 
and the clash of sentiments. 
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Office of HARDWARE AGE, 
New York, June 28, 1920. 

ene conditions during the past 

week in the local hardware market 
have been healthy and active, although 
the shortages that have hampered busi- 
ness for several months past have not 
to any material extent been improved. 
The freight congestion and shortage 
of freight cars remains the worst handi- 
cap to business, but it is reported that 
gradual improvement is being made. 
The Merchants’ Association has voted 
to increase its fund to $10,000,000 to 
keep the port of New York open for 
the transportation of all merchandise 
on the principle of the open shop. Con- 
voys of trucks are occasionally seen 
moving about the city under police pro- 
tection. 

Some of the local jobbers have been 
receiving shipments of wire goods, tools 
and wire nails, and to a casual observer 
it would probably look as though the 
present shortages in these lines would 
soon be relieved. As a matter of fact, 
practically all of the shipments being 
received are being alloted to customers 
on back orders, and the shortage is only 
being partly relieved in certain sec- 
tions and to a small number of in- 
dividual buyers. 

A subject that has received the atten- 

tion of many of the large business 
houses in New York during the past 
week has been the shortage of coal. 
The public utilities have made special 
requests to Washington for priority 
shipments in the face of a possible 
shut-down because of lack of fuel. 
Business men throughout the city have 
expressed anxiety over the scarcity this 
winter. The lack of cars to move the 
coai seems to be the heart of the 
trouble. Everywhere the discussion of 
transportation difficulties and the labor 
question take precedence over all other 
matters, even to that of the present 
shortage of goods. 

Several additional price advances 
were reported during the past week. 

Cast iron, oblong plate, truck cas- 
ters, single wheel, now take a discount 
of 10 per cent. 

Sargent paracentric key blanks are 
now $1.20 per doz. Dowel pins take 
a discount now of 16 2/3 per cent. 
Shoe tacks in 4 and % pound papers, 
discount plus 70 per cent. 

Powdered emery is now selling for 
11¥% cents per lb. Heel plates are now 
list plus 70 per cent. “Old Man’s” lasts 
and stands are now being sold at $24 
per doz. Hose washers are now 55 
cents per lb. Wright-Jennings auger 
bits discount, list plus 15 per cent. 
Wire brushes discount 5 per cent. 
Scraping knives, 3!2-in. blades, 2 steel 
rivets, hardwood handles, are $1.50 per 
doz. Saw bucks are now $5.75 per doz. 

Twenty-four tooth, steel bow lawn 
rakes are now selling at $9 per doz. 
All prices quoted are jobbing prices 
f.o.b. New York. 


Axes.—There seems to be a very fair 


NEW YORK 


demand for axes on future orders. 
There is some anxiety that there may 
be a shortage of axes this coming fall 
and winter. 

Long Island axes, 2% to 3 lb., $23.15 per 
doz.; 2% to 3 lb., $23.15 per doz. Conn. pat- 
tern axes, 3 to 3% lb., $23.15; 3% to 4 Ib., 
$23.40 per doz. Flint Edge axes, 3% to 4% 
Ib., $23.68; 4 to 5 lb., $23.94 per doz. Dock 
axes. $21.55. and fire axes, $30 per doz. All 
less 5 per cent. crate lots of half dozen. 

Bolts and Nuts.—This line seems at 
the present time to be somewhat slow. 
All of the local jobbers have not as 
yet received official notification of the 
new list on rivets published last week 
in HARDWARE AGE. 

Common carriage bolts, all sizes, are be- 
ing quoted list plus 5 to plus 10 per cent. 
Machine bolts, all sizes, 5 per cent off to 
list net. Stove bolts are being quoted 50, 
10 and 5 to 60 and 5 per cent. Common tire 
bolts, 40 per cent; sink bolts, 50, 10 and 5 


to 65 per cent. , 
Hexagon machine screw nuts, iron, 25 per 


cent: brass, 4 to 8 in., 50 per cent; 10 to 12 
in.. 33% and 5 per cent; 14 in., 33% per 
cent. Stove rods, 33% per cent. Jock 


washers,,40 per cent. 


Farming Tool Handles. — Interest 
during the past week for all items 
listed under this heading was very 
satisfactory, jobbers report. Stocks are 
said to be somewhat limited. 


Hay fork handles, bent, 5 ft., $5, plus 5 
per cent; 6 ft., $7.70, plus 5 per cent; hay 
fork handles, straight, 4 ft., $4.20 per doz., 
plus 5 per cent; 6 ft., $6.70 per doz., plus 5 
per cent. Long handle manure fork handle, 
$4.40 per doz., plus 5 per cent; wooden D 
manure fork handle, $6.90 per doz., plus 5 
per cent. Six-ft. rake handle, $6.20 per 
doz., plus 5 per cent. Shank hoe handle, 
$3.40 per doz., plus 5 per cent. Spade han- 
dles, $7.10 per doz., plus 5 per cent. Malle- 
able D spading fork handle, $5.75 plus 25 
per cent. Wooden D spading fork handle, 
$6.90, plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 25 per cent. Axe 
handles. discount plus 35 per cent. 


Fly Traps and Swatters.—This line 
has probably received the maximum 
interest that it will get this season. 
Interest during the past week showed 
a decided dullness. 


Fly swatters, wire mesh cloth, corduroy 
bound, wooden handle, $1.20 per doz.; wire 
cloth, black enamel handle, $1.50 per doz. 
‘Tempered steel wire, black wooden handle, 
14% in. over all, $1.70 per doz. 

Fly traps, galvanized wire cloth, tin cover 
and base, height 5% in., diameter 47; in.. 
$1.60 per doz. Black painted wire cloth, tin 
base and cover, $3.50 per doz. 


Galvanized Ware. — Interest and 
actual buying of ‘galvanized pails, tubs 
and sheet has shown no diminution of 
any kind. The shortage in sheet and 
also pails and tubs is as bad as ever, 
and the demand proportionately large. 

Galvanized sheet is still being quoted: No. 


28 gage, $10 to $11.50 base per 100 lb. Gal- 
vanized pails, 8-qt., $5; 10-qt., $5.75; 12-qt., 
$6.65: 16-qt., $8.90: heavy, 12-qt., $8.70; 


heavy, 16-qt.. $12. Wash tubs, No. 1, $16.80: 
No. 2. $18.60: No. 3, $22.05; all per dozen. 


Garden Barrows.—Since the ad- 
vances reported last week interest 
seems to have increased somewhat for 
garden and canal barrows of all sizes. 
There are few items of hardware more 
difficult to get in New York at the 
present time than garden barrows. 


Painted and varnished garden barrows, 
48-in. handles, body 244% x 14% x 12% inches, 
$69 per doz.; 66-in. handles, body 28 x 19% x 
15% inches, $84 per doz.; 63-in. handles, 


body 29% x 25 x 21% inches, $96 per doz.; 
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63-in. handles, body 29% x 24% x 21% 
inches, $102 per doz. 

Laborers’ Canal Barrows.—-Half bolted - 
canal barrows, wooden wheel, $53 per doz. ; 
iron wheel, $57 per doz.; full bolted, wooden 
wheel, $55 per doz.; iron wheel, $59 per doz. 


Ice Tongs.—Future orders seem to 
be increasing for ice tongs, many being 
received during the past week from out 
of town sections. 

Wrought steel tongs, tool steel points. 
japanned black, 10-in., $17 per doz.; 11-in., 
$18; 14-in., $23; 17-in., $27; 20-in.; $32; 24- 
in., $37. Solid steel ice tongs, swell handles, 
drop forged hardened points, japanned red, 
ll-in., $32 per doz.; 15-in., $35; 17-in., $40; 
24-in., $45, with new discount of 25 and 15 
per cent. 

Ice Cream Freezers.—As stated be- 
fore, freezers probably lead as the 
best selling reasonable article at the 
present time. As a result there is more 
and more of a scarcity being created 
and a greater competitive spirit on 
the part of dealers is being shown to 
place orders for immediate delivery, 
which, incidentally, is a term that has 
lost most of its ancient meaning and 
prestige because of the transportation 
difficulties and the shortage of goods. 


Full size cans and tubs, dasher with 
double scrapers, 1-qt., $4 met; 2-qt., $4.60 
net; 4-qt., $6.80; 6-qt., $8.60; 8-qt., $17.10; 


12-qt., $16.65. Freezer with Duplex dasher 
double self-adjusting scraper, 1-qt., $4.85; 
2-qt., $5.65» 4-qt., $8.25; 6-qt., $10.45; 8-qt., 
$13.50; 12-qt., $21.55 net. All take a discount 
of 40 per cent. Vacuum freezer, 1-qt., $4; 
v-qt., $5. less one-third each. 

Ice Skates —There has been a good 
deal of talk that a shortage is to be 
expected in this line, and as a result 
many dealers have shown prudence and 
placed their orders for early fall de- 
liveries. Quotations on futures are: 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’ same, $1.83 per 


pair. Hardened steel blades. nickel plated, 
$1.88 per pair; girls’ same, $2.48. Tempered 
steel blades, extra polished, full nickel 


plated, all sizes, $2.75 per pair. 
Lanterns.—The demand for lanterns 
is by no means confined to futures. 
There is a very good business being 
done at the present time both for spot 


delivery and also for fall. A scarcity 
is apprehended’ by many. 
Dietz Hy-lo lanterns, $8.25 per doz. Mon- 


arch lanterns, $8.50; Blizzard lanterns, $13: 
Eureka Driving lanterns, $17.25; Blizzard 
Mill lanterns, $31. 


Linseed Oil.—There is a marked 
dullness in the linseed oil market, and 
a wide difference in quotations on the 
part of crushers and dealers for 
futures. New crop conditions are re- 
ported favorable. Prices for carlots 
range for July from $140 to $1.60. 
Spot quotations, f.o.b. New York, for 
5 bbl. and more, are $1.63 per gal., and 
for 5 bbl. and less, $1.66. Some quota- 
tions for early fall on carlots have 
been reported as low as $1.40 per gal. 


Meat Choppers.—New list prices on 
several sizes of Enterprise meat chop- 
pers are quoted herewith: 


No. 5, $40.58 per doz.; No. 10, $62 
per doz.; No. 20, $118.80 per doz.; No. 
22, $99 per doz. 

Nails.—Some nails are coming into 
New York, but there is not enough com- 
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ing in or expected to warrant any high 
degree of optimism on the part of job- 
bers. It has been said that there can- 
not be material relief expected in the 
nail situation until mills have been able 
to satisfy to some extent the unusually 
large demand that now exists for heavy 
steel and are again able to turn more 
attention to smaller steel products. 
Jobbers for the most part are only 
selling nails on allotments and will 
accept no future orders. 

Current prices prevailing in this section 
vary considerably. For wire nails the prices 
range from $5.25 to $8 base per keg. For 
cut nails (which are almost off the local 
market entirely) prices range from $8.25 to 
$10 base per keg. It should be further noted 
that only small lots are obtainable any- 
where in this section. 

Wire brads and nails in 1-lb. papers are 


quoted by local jobbers at two-thirds off. 
Quarter- pound papers take a discount of 10 


per cent. Set screws, iron, 50, 10, 5 per cent 
off. Cap screws, 50 and 10 per cent off. Gal- 
vanized nails, 25-lb. boxes, 4D, $8.65; 6D, 
$8.55: 8D, $8.45; 10D, $8.40: 20D, $8.35. Gal- 
vanized roofing nails, 1 x 12, $10. Plain 


roofing nails, 1 x 12, $7.20. 
Naval Stores.—Turpentine has de- 


Office of HARDWARE AGE, 
- Chicago, June 23. 
yer strong factors are influencing 
an unusually firm market. They 
are: Heavy buying despite the ad- 
vanced season and continued rising 
costs in manufacturing. 

Late June is bringing nothing like 
the normal inter-season dullness. In- 
stead, orders are voluminous and ex- 
tremely heavy. 

Jobbers report a volume which equals 
fully the peak business of an early 
season rush. Indications now are that 
summer business will continue brisk 
with nothing more than a lull of a week 
or so before fall buying, and perhaps 
not even that. 

It is evident that manufacturing costs 
and the expense of delivering goods to 
market is not decreasing. On the con- 
trary it is rising. The basic fuel for 
manufacturing plants, bituminous coal, 
is quoted at $10 to $11 a ton, a sharp 
rise over March figures which were con- 
sidered discouragingly high. Labor de- 
mands show no let up. The alternative 
of strikes or wage advances is every- 
where in the hardware manufacturing 
world. Other commodities show an up- 
ward swing. Basic metals are at a 
premium with no relief in sight and 
such incidental material as wood, por- 
celain and glass are secured, if at all, 
at prices that are stiff with many pre- 
mium sales reported. 

No intelligent survey of the market 
situation can overlook the outstanding 
importance of the railroad situation. 
. It is the pivot of the present market 
crisis and while it may savor of repeti- 
tion to constantly refer to the car short- 
age in every market report, business 
must face the facts and marshal its 
resources and energies to relieve this 
distressing condition before any ma- 
terial or general relief is to be had. 

Demands for transportation for the 


clined 24% cents. Other items remain 
substantially the same with a few 
variations. The betterment in the 
naval stores market has been effected 
by the movement of freight on the 
coastwise piers by the Merchants’ 
Association. It is expected that new 
shipments from the South, that are 
due to arrive, will further improve con- 
ditions. Turpentine, yard basis, f.o.b. 
New York, is $1.75 per gal. 

Rosin, common to good strained, on 
a basis of 280 lb. per bbl., is $14.25; 

, $18.25; E, $18.30; F, $18.35, and best 

W, $19.25. 

Rope.—The local rope market con- 
tinues quiet with little noticeable de- 
mand on the part of any of the larger 


buyers at the present time. Prices are 
steady. 
Jute rope, No. 1, live. to 18c.; jute rope, 


vo. Z. 16%ec. to 17c.: jute twine wrappings, 
best grade, '82c. to 37c.; India hemp twine, 


6-in., 26c. to 28c. Manila rope, best grade, 
28c. to 28%ec.; hardware grade, 25c. to 
264¢c.; bolt rope, 33c. to B41nc.: sisal rope, 
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grain crop promise still greater string- 
ency in the lack of cars. While it is 
true that railroads have made credit- 
able and telling efforts to expedite car 
movements, the demands for grain cars 
bids fair to shunt the situation back to 
the marked shortage of March. A con- 
certed and Herculean effort to add tre- 
mendously to the rolling stock equip- 
ment of the railroads must precede any 
effective relief from the congestion 
which is almost paralyzing the arteries 
of commerce. 

It is an open secret in the hardware 
world that cutlery is due for an ad- 
vance of about 10 per cent. 

New prices on many staple auto ac- 
cessories showing a 2 per cent to 10 per 
cent rise are said to be ready for an- 
nouncement. 

Manufacturers complain of inability 
to secure wire rods which are required 
in the manufacture of small sizes of 
nuts and bolts. Larger sizes are in 
fair supply with prices only steady. 

Jobbers are looking for a small ad- 
vance in stoves. 

Toys are becoming more scarce and 
retailers are counselled to cover their 
Christmas wants at once. 

Rope is easier with a slight down- 
ward trend in quotations. 

Auto Accessories.—Price advances of 
2 per cent to 10 per cent are about to 
be announced. The demand shows no 
indication of any letup, jobbers and re- 
tailers enjoying one of the best seasons 
in the history of motordom. There is 
a fair supply of standard lines and ship- 
ments are being made with reasonable 
promptness. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Two-cylinder foot pumps, $1.25 
each; Simplex Jack No. 36, $2.10 each; 


Stewart Hand Horn, $3 each; Howe Spot 
Lights, $3.65 each; Weed Chains, 30 x 3%, 
$2.65 per pair; Inner Tubes, red, 30 x 3%, 
$2.95 each; Grey, $2.25 each. Lyon’s 
bumpers, $9 each. Bethlehem spark plugs, 
porcelain, less than 100, 63c. each; lots of 
100, 58e. each; lots of 500, 53c. each, and 
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pure, %4-in., 19c. to 22%6c.; lath yarn, first 
grade. : ; 

Stove Pipe—There is mai interest 
in this line for futures with prices sub- 


stantially firm. 


Stove pipe, 4-in., $3.75 per doz. lengths; 
5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 


Wire Goods.—The demand for wire 
goods of all kinds and description is 
excellent. The demand has shown no 
abatement whatsoever and the short- 
age is as bad as at any time in the 
past. Small shipments were received 
during the past week of poultry wire 
and wire cloth, and jobbers immediately 
sent what they received out again to 
customers on back orders. 

Galvanized square mesh wire per 100 Ib. 





from New York stock is quoted as follows: 
2x 2, $6; 2% x 2%, $6.20; 3 x 3, $6.25; 4x 4, 
$6. 50: 5 x 5, 50: 6 x 6, $7: 8x 8, $7.50. For 


50 lineal fe et ‘Tolls add 15 cents per 100 ft. 
Add % cent per sq. ft. for widths narrower 
than oy inches and wider than 48 inches. 

Dull galvanized wire with copper edge, 
12 M per 100 sq. ft., $4; 14 M per 100 sq. ft., 
$4.25: heavy. per 100 sq. ft., $5.50. 

Poultry netting is now quoted at 
cent discount. 


30 per 


lots of 1000, 50c. each; special Ford type, 
less than 100, 44c. each; lots of 100, 4lc. 
each; lots of 500, 39c. each, and lots of 1000, 
37¢c, each. Hercules Giant, lots of 1 to 50, 
65e. each; lots of 50 to 100, 62%4c. each; 
lots of 100 and upward 60c. each. Her- 
cules Junior, lots of 1 to 50, 40c. each; lots 
of 50 to 100, 37%c. each; lots of 100 to 
500, 35c. each; lots of 500 to 1000, 33%%c. 
each: lots of 1000 and upward, 3lc. each. 
Hel-Fi standard plugs, lots of 1 to 100, 
5d5e. each: lots of 100 to 250, 52c. each; 
lots of 250 to 500, 50c. each; lots of 500 
to 1000, 47c. each; lots of 1000 and up- 
ward, 45c. each. Hel-Fi Tractor Special, 
lots of 1 to 100, $1 each; lots of 100 to 
250, 95ce. each; lots of 250 to 500, 90c. 
each; lots of 500 to 1000, 874%4c. each; lots 
of 1000 and upward, 85c. each. A. C. 
Titan plugs, 63c. each; A. C. Cico plugs, 
48e. each; Champion X, 59c. each; Cham- 
pion O, 62¢c. each; Champion Heavy Duty, 
73c. each: Splitdorf plugs, 62%c. each; 
United plugs, Junior, small lots, 40« 
each: lots of 100 or over, 37%ec. each 
United Giant Heavy Duty, small lots, 60c 


each; lots of 100 or over, 5744c. each. 


Axes.—Heavy fall buying and a scar- 
city of wood stock influence a strong 
upward tendency in the axe market, 
with no actual price change. Jobbers 
advise their customers to place fall 
orders at once. 

We quote from jobbers’ stocks, 
Chicago: First quality single bitted 
3-lb. to 4-lb., $16.50 per doz. base; 
bitted, $22.50 per doz. base. 

Alarm Clocks.—“Neither love nor 
money” will buy any quantity of alarm 
clocks. The wartime shortage is more 
acute than ever. Manufacturers make 
no promise of any relief. 


f.o.b. 
axes, 
double 


We quote from jobbers’ stocks, f.o.b. 
Chicago: The American Alarm clock, doz. 
lots, $13.84 per doz.; Sleepmeter alarm 
clock, $18.36 per doz. net; Ironclad alarm 
clock, $22.29 per doz. net. Big Ben and 
Baby Ben. $28.78 per doz. net. 


Builders’ Hardware.—Active demand 
for locksets and all cast*iron builders 
hardware indicate no breakaway from 
the current high quotations. Smaller 
communities are carrying on lively 
building programs and while the con- 
struction activity in Chicago and 
other large cities is confined to 
factory buildings and repair work, 
the rural and small city demand 
makes a very active season. Jobbers 








80 


report the best builders hardware busi- 
ness they ever experienced. Stocks are 
low and shipments are very slow. 


Cutlery.—Practically no goods are 
being imported and domestic consump- 
tion is way ahead of domestic produc- 
tion. Certainly there are no signposts 
pointing to any lower prices this year, 
on the contrary the close students of 
the situation are looking for a 10 per 
cent advance about July 1 or 10. 

Eaves Through and Conductor Pipe.— 
The supply remains inadequate with 
former quotations prevailing. 


We quote from jobbers’ stocks, f.o.b. 
ae: 29-gage lap joint eaves trough, 
-in., $9.50 per 100 ft.; 29-gage corrugated 
conductor pipe, 3-in., $9. 50 per 100 ft.; 29- 
gage 3-in. corrugated conductor elbows, 
$2.16 doz. 


Flint and Garnet Paper.—We quote 
from jobbers stocks f. 0. b. Chicago: 
Flint paper 30 per cent off list, garnet 
paper net lists and emery paper list 
plus 5 per cent. 

Files—Here is the one commodity 
that is in plentiful supply, but prices 
show no downward trend from present 
levels. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 
discount; Disston, 50 per cent discount; 
Black Diamond, 40-10 per cent discount. 


Galvanized Ware.—Output of manu- 
facturers is curtailed during the vaca- 
tion season and if any change is to be 
discovered in the situation it is that of 
a bad condition becoming worse. Tubs 
and heavy dairy pails are especially 
scarce and jobbers are rationing this 
material. One bundle of any active 
galvanized item is about the limit. One 
jobber is substituting tin watering pots 
for galvanized and expects to exhaust 
a carload of tin pots before the week 
ends. 

Glass.—No change in glass prices 
and there is no falling off in the de- 
mand. 


We quote from jobbers’ stovks, f.o.b. 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 


brackets, 77 per cent off; all sizes, double 
strength A. 79 per cent off; putty in 100-lb. 
kits, $4.25; glaziers’ points, No. 1, No. 2 
and No. 8, 1 doz. to package, 65c. per 
package. 


Horseclipping Machines.—A big sea- 
sonal demand on horseclipping ma- 
chines is reported with former prices 
still in effect. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 horse clipping ma- 
chine, ball bearing enclosed type, for 
horses, mules and cows, list $14; top plates, 
$1.25; bottom plates, $1.75; discount 25 
per cent. Chicago No. 2 horse clipping ma- 
chine, list $18, discount 25-5 per cent; 
Stewart No. 9, ball bearing sheep shearing 
machine, list $22, discount 25 per cent. 


Wood Handles.—While there has 
been no market change in the past 
week, jobbers’ buyers are expecting a 
higher price from the mills at any time. 
The strike of timbermen through Mich- 
igan and Wisconsin is in full swing and 
there is practically no movement of 
cars from the mills. Wood handles, 
rolling pins, wooden bowls, in fact all 
wooden hardware is scarce and seems 
slated for new and higher prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 per 
aoz.; No, 2, $3 per doz.; second growth 
nickory axe handles, $6.30 per doz.; extra 


quality hickory axe handles, $5 per doz.; 
No. 1 hatchet and hammer handles, 85c. 
per doz.; second growth hickory hatchet 


and hammer handles, $1.60 per doz. 

Clark Heaters.—Some early orders 
for Sept. 1 shipment are reported. The 
new 1920 prices rule. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 5B Clark heater, $3.25 each; 
No. 3D, $3.50 each; No. 7C, $4 each; No. 
7D, $4.75 each; No. 7X, $5.75 each: No. 
8A, $8.25 each; No. 8XX, $11 each; 1 
doz. bricks, 6 lb., $1.25 each; all above 
subject to 25 per cent discount. 

Lanterns.—Brisk buying for fall with 
prices unchanged but very strong are 
the prevailing conditions in lanterns. 

We quote from jobbers’ stocks, f.o.b. 


HHS 


NEXT WEEK’S ISSUE 


The Big Retailers Conven- 
tion Number of HARDWARE 
AGE will be issued next week. 
- It will contain all the news 
: of the annual meetings of 

the big National association 
- and many special merchan- 
- dising stories that have been 
selected for this issue. If 
you attended the convention 
you will want HARDWARE 
AGE July 8th; if you didn’t 
attend you will have to have 
it. 
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Chicago: Competition lanterns, No. 
cold 


bular, $6.90 per doz.; No. 2 tubular 
blast, $9.90 per doz. 


Nuts and Bolts.——Unless manufac- 
turers can secure small wire rods the 
smaller sizes of nuts and bolts are 
going to be next to impossible to pro- 
cure. Larger sizes may be had in rea- 
sonable quantities. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Machine bolts, up to 56 x 4 in., 
35 off; larger sizes, 25 off; carriage bolts 
up to %& x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet points, 
square head, 40-5 off; hot pressed nuts, 
square or hexagon cap, $1 off per 100 Ilb.; 
stove bolts, 50-10 off. 


Nails.—There is not one ray of re- 
lief in the nail situation. While a week 
ago there seemed to be some promise 
of a real let-up in the shortage, the 
clouds are as black as ever now. One 
jobber is making a special effort to get 
shipments by electric express, but so 
far has been “all out of luck.” There 
are some stocks of finishing nails, but 
common nails are almost off the mar- 
ket, shipments, if at all, being limited 
to one keg of a size. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $4.10 per 
keg base. 


Rope.—Prices vary with various job- 
bers, due to different methods of figur- 
ing differentials. Manufacturers quota- 
tions show a slight decrease. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Manila rope in standard brands, 
full coils, No, 1, 28%c.; No. 2, 27%c.; No. 
3, 25%4c.; sisal rope in standard brands, 
No. 1, 191%c.; No. 2, 17%c. 

Roofing Paper.—Prices' remain firm 
with an active demand. 

We quote from jobbers’ 


stocks, f.o.b. 
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Chicago: ,Certainteed roofing, 1 ply, $2.13 
per sq. ; 2 ply, $2.64 per sq.; 3 ply, $3.15 
per sq. Major roofing, 1 ply, $1.83 per sq.; 
2 ply, $2. 24 per sq.; 3 ply, $2.65 per sq.; 
Guard roofing, 1 ply, $1. 38 per sq.; 2 ply, 
$1.74 per sq.; 3 ply, $2.10; tarred felt, 
$5.08 per 100 Ib. ; red and gray rosin paper, 
$111.45 per ton. 

Revolvers.—Dealers may get the 
popular numbers without great diffi- 
culty. There is no change in prices 


since the recent advance. 


Steel Sheets.—One jobber whose 
stock has been down to one sheet—a 
defective one—sold that yesterday. 
“Out” seems to be the general situation 
and with only scant hope of any im- 
mediate supply. Prices have not been 
changed but quotations are a mere 
formality for there are none to be had 
at any price. 


Stove Boards.—Stocks are very low. 
Retailers have bought quite heavily for 
fall shipment and only mild activity is 
looked for in this item for the balance 
of the summer. 

We quote from jobbers’ stocks, f.o.b. 
Cc hicago: Wood lined crystal stove boards, 

24 x 24, $13.65 per doz.; 26 x 26, $16.05 
per doz.; 28 x 28, $18.85 per doz.; 30 x 30, 
$21.30 per doz. ; 33 x 33, $25.50 per doz. ; 
36 x 36, $30.50 per doz. 

Screws.—There is an active demand 
with a fair supply of many sizes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat-head bright screws, 70-20; 
round-head blued, 6714-20; flat-head japan, 
621%4-20; round-head brass, 5714-20; flat- 
head, brass, 60-20. 

Sash Weights.—Quantity shipments 
are subject to long delays. Small re- 
quisitions are being filled from jobbers’ 
stocks. The price indications are not 
at all favorable to any lower figure. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights in less than ton 
lots, $75 per ton; shipments from factory 
in ton lots or more with no delivery date 
promised, $72 per ton. 

Wheelbarrows.—There continues an 
active business in wheelbarrows with 
stocks too low to permit anything but 
a firm tone in quotations. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 4 tubular barrows, all steel, 
$10.25 each; common bolted barrows, $d 
each; bent angle-leg garden barrows, $8 
each. 

Wire Cloth and Poultry Netting.— 
Chicago’s largest jobbers is wholly sold 
out and stocks throughout the district 
are very low. Manufacturers will make 
no promises of deliveries this season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Black painted wire cloth, 12- 
mesh, $2.25 per 100 sq. ft.; poultry netting 
galvanized before weaving, 40-10 per cent 
discount; galvanized after weaving, 40 per 
cent discount. 

Game Traps.—It is likely that orders 
from this date on will be accepted sub- 
ject to cancellation as manufacturers 
indicate that the 1920 output it already 
oversold. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. 


Chicago: No. 0 Victor traps with chains, 
$1.71 per doz.; without chains, $1.34 per 
doz.; No. 1 Victor traps, with chains, $2.01 


per doz.; without chains, $1.52 per doz.; 
No. 1%, Victor traps, with chains, $3.05 
per doz.; without chains, $2.44 per doz.; 


No. 0, Oneida Jump traps, 
$2. 37 per doz.; without chains, $1.75 per 
doz.; No. 1, Oneida Jump traps, with 
chains, $2.75 per doz.; without chains, 
$2.12 per doz.; No. 1%, Oneida Jump traps, 
with chains, $4. 12 per doz.; without chains, 
$3.25 per doz. ; No. 0, Newhouse traps, with 
chains, $4.75 per doz.; No. 1, $5.62 per 
doz.; No. 114, $8.50 per doz. 


with chains, 
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Office of HARDWARE AGE, 
Boston, June 26. 


G ENERAL hardware conditions are 
A much the same as reported last 
week, except, perhaps, that the feeling 
is growing among those interested that 
perhaps after all it will be a long time 
before values are lower. This change 
in sentiment evidently is based on the 
continued inability of everybody to get 
goods and the constantly dwindling of 
personal stocks, together with the less 
pronounced yet continued advance in 
manufacturing lists. There are a great 
many people in the immediate neigh- 
borhood of Boston who now believe that 
following a settlement of the railroad 
labor wage question and the Democratic 
convention confidence in business will 
grow and with it will evaporate all feel- 
ing of lower prices. 

Garden tools and other seasonable 
hardware has sold slowly of late owing 
to weather conditions, but with the cost 
of foodstuff constantly increasing it is 
certain that more acres will be under 
cultivation in New England in the form 
of home gardens than most people 
realize. Such gardening, however, will 
be later than usual, but not too much 
so to prevent the retail hardware dealer 
from doing a seasonable goods business 
provided he has the stuff to sell. Only 
a few years ago we had a similar spring 
to the 1920, but records show that in 
that year the retail hardware dealer 
came out all right on garden tools, etc. 

During the past few days New Eng- 
land has been cut off from the rest of 
the country so far as freight is con- 
cerned because the railroads placed 
embargoes on incoming shipments due 
to a renewal of the outlaw strike. 
These embargoes come at a time when 
the hardware trade was beginning to 
see a little light ahead in the matter of 
supplies. To be sure the movement of 
hardware into this section of the coun- 
try was far below normal, but it never- 
theless was much better than noted in 
April and May. In the opinion of some 
of the jobbers this slowing up in the 
movement of goods to market is a 
strong argument against lower prices 
for merchandise. In other quarters it 
is felt that unless a material improve- 
ment in the railroad transportation is 
witnessed before the end of summer, 
some of the New England manufac- 
turers of hardware will have to either 
suspend operations or operate on a 
minimum basis because of their in- 
ability to get raw materials, coal, etc. 


Automobile Accessories.— As anti- 
cipated, prices for brake linings have 
advanced. Raybestos has been ad- 
vanced to the Thermoid list, now being 
quoted at 40 per cent discount in lots 
of 100 ft. Thermoid has advanced 
from 40 and 5 per cent discount to 
33 1/3 in 10 foot lengths. These prices 
are by no means minimum but are rep- 
resentative. The demand for all kinds 
of automobile accessories continues 
very heavy, according to jobbers whose 
stocks are in fairly good condition. 


BOSTON 


Axle Grease.—The Snowflake Axle 
Grease Co., Fitchburg, Mass., has ad- 
vanced its prices from 20 to 25 per cent. 

We quote from jobbers’ stocks: 1-qt. cans 
Snowflake axle grease, $4.50 per doz.; 2-qts., 
$8.20; 4-qts., $14.45. 

Boilers —A week or so ago some 
manufacturers of wash boilers ad- 
vanced prices 10 per cent. This ad- 
vance now appears to have become quite 
general among the manufacturers. , 


Bolts and Nuts.—The proposed ad- 
vance of 10 per cent in Eagle carriage 
bolts, mentioned last week, has ma- 
terialized. There is more or less talk 
in local heavy hardware circles of an 
advance of 10 per cent on tire bolts and 
a slight revision in stove bolt quota- 
tions, but no definite action has been 
taken in the matter. Bolts continue to 
come forward from the mills slowly, 
especially the smaller sized stocks, 
which are badly broken. 

We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, 4 x % and smaller, 
list; 4% x % and larger, list; machine 
bolts, C. T. & D. nuts, 4 x in. and 
smaller, list plus 10 per cent; 4% x % in. 
and larger, list plus 10 per cent; com- 
mon carriage bolts, 6 x % and smaller, 
list plus 10 per cent: 6% x % and larger, 
list plus 10 per cent; tap bolts, list plus 
30 per cent; stove bolts, large quantities, 
60 per cent discount; bolt ends, list; tire 
bolts, 1%, 1% and 2 in. x 3/16 in., 45c. 
per 100 net, other sizes, 30 per cent dis- 
count; semi-finished nuts. 9/16 and smaller, 


30 per cent discount; % and larger, 30 
per cent discount; finished case hardened 
nuts, 30 per cent discount; H. P. square 


blank in full keg, tapped: hexagon blank 


and tapped: Cc. P. Cc. & T. square blank, 
tanned: hexagon blank and tapped, list 
plus 4c. 


Brushes.—Although not an impor- 
tant item with the general run of hard- 
ware houses, notice should be made here 
of an advance in one of the leading lines 
of rubber bath brushes, amounting to 
10 to 20 per cent. 

Canned Heat.—Retail hardware deal- 
ers are going in for canned heat on a 
steadily growing scale, as the demand 
from local jobbing houses shows. Now 
that prohibition and government regu- 
lations have made the securing of the 
various kinds of alcohol used in chafing 
dishes a more or less difficult task, the 
average householder is obliged to fall 
back on canned heat. Then too, auto- 
mobilists, motor boat fans, owners of 
camps and picnicers, are finding this 
heat just the thing to use in the sum- 
mer time, when the one preparing meals 
is not particularly anxious to stand 
over a hot stove. 


We quote from jobbers’ stocks: Sterno, 
$19.80 per gross, in any quantity; Theroz, 
$14.70 per gross in any quantity. Sterno 
cooking ware—No. 4001, stand with boiler, 
$2.00: tea kettle with tray, $2.75; folding 
stoves, single burner. $1.50; double burner, 
$2.00; discount 33 1/3 per cent. 

Theroz Cooking Ware—Paragon burners, 
10c. each: No. 4 burners, $2.00 per doz.; 
Continental (copper). $4.00 per doz.; Con- 
tinental (nickel). $8.00 ner doz.: blue flame 
stoves, two burners. $2.35 each; combin- 
ation mess kits, $3.33 each. 


Carvers.—Landers, Frary & Clark, 
New Britain, Conn., has notified the 
jobbing trade that owing to the mate- 
rial advance in the cost of boar’s tusk 
carvers, it has been necessary for the 
company to advance its prices. 


Cooking Ware (Glass).—Thanks to 
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the better transportation conditions the 
manufacturers of glass cooking ware 
have been successful in getting ship- 
ments from the factory through in 
much quicker time than _ heretofore. 
Some of the jobbers, however, feel that 
they would like to see this class of 
merchandise coming in faster because 
they are having, and anticipate, a con- 
tinued excellent demand. 


We quote from jobbers’ stocks: Casse- 
roles, round, 1-qt., $1.50 each; 1%4-qt., $1.75 
each; 2-qt., $2.00 each. Baking dishes, un- 
covered, 1-qt., 85c. each; 11%4-qt., $1 each; 
2-qt., $1.20 each. Pie plates, 75c. to $1 
each. Cake dishes, 75c. each. Bread pans, 
90c. to $1.75 each. Custard cups, 19 to 30c. 
each. Ramekins, 15c. each. Jobbers’ terms 
are 30 per cent off list. 


Drills—Sentiment regarding future 
prices for drills is mixed in Boston. 
Some dealers profess to have been in- 
formed that a reduction in prices is due 
within the near future. Others are just 
as certain that prices are going to be 
higher. In the meantime retail dealers 
are having considerable difficulty in 
keeping an adequate supply of high 
speed drills on hand, and their stocks 
of carbon drills are by no means com- 
plete. The Cleveland Twist Drill Co., 
Cleveland, Ohio, has issued a new cata- 
log, No. 39, which shows no noticeable 
change in quotations, which leads some 
jobbers to believe that prices will con- 
tinue on their present basis for some 
little time. 


We quote 
drills, sizes up to 1% 
40 per cent discount; 


from jobbers’ stocks: Carbon 
in., straight shank, 
bit stock drills, 45 


per cent discount; blacksmiths’ drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countersinks com- 
bined, list: ratchet drills, list; wood boring 
brace drills, 45 per cent discount; high 
speed drills. price on application; all other 
kinds, 40 per cent discount. 


Horse Shoes.—The recent reduction 
of 50c. per keg base in prices for horse 
shoes has failed to stimulate the de- 
mand. Apparently everybody using 
them has sufficient stock on hand to 
carry them along for some time. Then 
again, some of the largest consumers 
are of the opinion that the market will 
go still lower. For that reason they 
are in no hurry to place orders. 


We quote from Jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
Base prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 


base price is $7.25 per 100-lb. keg. No. 
freight is allowed on store shipments. 
Fancy Shoes.—Side weights, $12.50 per 


keg; track side weight, $12.75; toe weights, 


$11.25; steel shoes, $9.75; toe creased, 
$8.25; side wear, $10.25; calked, $9.75; 
extra light calked, $10.75; iron counter- 
sunk, $8.75; steel countersunk, $10.50; tips, 
$9.75: light driving, $9.75; featherweights, 
$9.75: mule, $8.50; all assorted shoes, 50c. 


per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box; 
— $2.50; blunt heel, $2.50; sharp heel, 

Hose.—If anybody has* a right to 
take a pessimistic view of the business 
outlook, it is the manufacturers of rub- 
ber hose. A very large majority of the 
days during the last half of June have 
been decidedly moist ones, and they 
served to curtail a slight improvement 
in the demand for garden hose needed 
during the first half of the month. Job- 
bers have been buying in a hand-to- 
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mouth manner so far this season, and 
the average retail hardware dealer has 
not bought any more hose than has 
been absolutely necessary, consequent- 
ly the movement of fresh stock from 
manufacturing plants has been disap- 
pointingly small. 

We quote from jobbers’ stocks: Bull Dog, 


5 5 


5, in., 20c. per ft.; Milo, % in., 17c. per 
ft.; Good Luck, % in., 16c. per ft.; Olym- 


os 


pia, 5% in., 15c. per ft.; Leader, %& in., 
134%c. per ft.; Commercial, 5g in., 11%4c. 
per ft. 

Irons.—Sad irons of all kinds are in 
good demand and some makes aro dit- 
ficult to obtain, owing to transporta- 
tion conditions. One local jobber, to 
satisfy demands made on his house, is 
getting electric sad irons from a middle 
Western manufacturer by express, 
which means an additional cost of 
about 35c. on each iron. The manufac- 
turer is paying a part of this extra 
cost so the whole of it will not be 
passed down to the consumer. 


Iron and Steel.—Since last reports 
the Cambria Co. has succeeded in gat- 
ting through from the mill a solid train 
of iron and steel for New England dis- 
tribution, but shipments from other 
mills have not been quite as satisfac- 
tory during the past week as they were 
in the previous seven days. Jobbers 
have disposed of all small sizes as fast 
as received, consequently no improve- 
ment is noted in the local supply situa- 
tion, and there is nothing which indi- 
cates that there will be for a consider- 
able time. Some local houses continue to 
quote iron and steel extras on a $6.00 
per 100 lb. base, but at the same time 
maintain a $5.00 base price. Those 
houses, which appear to have a better 
supply than the others, are holding ev- 
erything in iron and steel on a $6.00 
base. ; 

lron.—Refined, except as below, $6 per 


100 lb. base; % and 9/16 in. round and 
square and 2% in. round and square and 
larger, $6.40; 7/16 in. round and square 
and smaller, $8; over 6 in. Wide, $7.50. 
Best refined, $7.50; same extras over base 


for small sizes as refined. Wayne. $8.50. 
Band iron, $8.50; hoop, $9; Norway, $20. 

Steel.—Soft steel bars, except as below, 
$6 per 100 lb. base: 5g in. round and 
square and smaller, $6.50; flats, $6.85; con- 
crete bars, plain, $6; twisted, $6.50: angles, 
channels and beams, $6 to $6.50; tire steel, 
$7 to $7.50; onen hearth spring steel, $11; 
crucible spring steel, $16; bands, $8 to 
$8.25: hoops, $9: cold rolled steel, $10 to 
$10.50; toe calk steel, $8. 

Kettles.—The advance of 10 ver cent 
in tea kettles by the Rome Mfg. Co., 
Rome, N. Y., noted in last week’s re- 
port, has become general among the 
manufacturers of similar articles. The 
advance is largely based on the inabil- 
ity of manufacturers to secure plate 
from the mills on specified shipment 
dates, and they are obliged to go into 
the open market and pay premiums for 
enough stock to keep their plants op- 
erating on a paying basis. 


Mayhew Goods.—The Mayhew Steel 
Products, Inc., N. Y., punches, reamers, 
nail sets, awls, bits and the like, has 
issued a new price list showing a gen- 
eral advance of about 714 per cent on 
all goods handled by that concern. 


Nails.—The local jobbing price on cut 
nails has been advanced 25c. per cask 





base. This advance is due to a re- 
vision of one of the leading nail maker’s 
lists, which amounted to 50c. a cask. 
The local market continues noticeably 
short of wire nails of all kinds and 
makes. Jobbers in trying to pick up 
odd lots to supply a few of their most 
pressing demands, find it impossible to 
secure them for anything much less 
than $8.25 base, f.o.b. shipping points. 

We quote from jobbers’ stocks: Wire 
nails, per keg, $6 to $10 base; coated wire 
nails, $5 per standard 100-lb. keg base; 
cyt nails, $7.50 to $7.75 per keg base; gal- 
vanized nails, $11.75 per keg base. 

Horsehoes.—Leader, No. 5, $5.40 per 
keg; No. 6, $5; No. 7, $4.80: No. 8, $4.60; 
Nos. 9, 10 and 11, $4.45; Crown, No. 5, 
$5.90; No. 6, $5.25: No. 7, $5.05; No. 8, 
$4.85; Nos. 9, 10 and 11, $4.65. 

Ranges.—Some retail hardware con- 
cerns are going in more for electric 
equipment. The average concern, how- 
ever, is disinclined to handle a complete 
line of these goods because it involves 
the tying up of a lot of money in stock. 
Among the most recent electric articles 
to make its appearance in this market 
is a two-burner range, including a 
nickled oven, with thermometer, which 
jobs out at $38.50 each, discount 25 
and 10 per cent. People who can af- 
ford them are finding these ranges 
quite satisfactory, both in city and in 
summer residences. 

Rivets.—Rivets of all kinds continue 
in active demand and for that reason 
jobbers are unable to keep .stocks in 
anything like a satisfactory way. Some 
sizes of structural rivets are especially 
short, jobbers receiving orders from 
concerns thye never have heard of be- 
fore, which shows pretty conclusively 
that the mills are falling down on ship- 
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ments: to distributors located in all 
parts of the country. 

We quote from jobbers’ stocks: Rivets, 
iron, small 20 per cent discount; struc- 
tural, full keg, $6.70 to $6.85 per 100-lb. 
base. 

Shoe Findings.—Contrary to general 
expectations, based on recent newspaper 
reports on reductions in prices for 
shoes, the local market for leather taps 
and strip holds very steady. So far 
as can be learned none of the tap cut- 
ters are pushing production, conse- 
quently all possibility of an accumula- 
tion of stocks in this product are elim- 
inated. Shoe manufacturers in this sec- 
tion of the country, who are unable to 
market high priced goods, are devot- 
ing most of their attention to medium 
priced boots and shoes. This class of 
footwear is made largely from leather, 
which in the past, has been utilized 
for strips, such as is handled by the 
retail hardware trade. It, therefore, 
looks very much as if there would be 
no chance for accumulation, and also 
lower prices for strips for some time 
at least. 

Taps.—Men’s light, $1.75 to $2.00 per 
doz.; medium light, $2.20 to $2.50; medium 
heavy, $2.75 to $3.25; heavy, $3.25 to $3.60. 
Women’s light, $1.30 to $1.50 per doz.; 
medium heavy, $1.55 to $1.70. Boys’ me- 
dium, $1.90 to $2.25 per doz.; heavy, $2.50. 

Strips.—Hemlock, clean, 60c. to 75c. per 
lb.; branded, 50c. to 55c.: oak, heavy, me- 
dium and light, No. 1, 75c. to 90c.; No. 2, 
65c. to T5e. 

Tacks.—Local jobbing quotations on 
cut tacks have been revised upward ap- 
proximately 10 per cent. This advance 
was made necessary by new lists issued 
by the manufacturers which show in the 
corresponding marking up in their 
prices. 
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Office of HARDWARE AGE, 
PITTSBURGH, June 28, 1920. 

‘TEADY improvement is seen in the 
\ railroad strike, and while it is slow 
in most quarters, there is no doubt 
whatever but that the strike is wear- 
ing itself out, and the switchmen and 
other railroad employees who have 
been idle more than two months are 
fighting a lost cause, and the sooner 
they return to work the better it will 
be for them and for their families as 
well. The amount of money lest by 
the employees by sacrificing their 
wages during their long idleness can- 
not be computed, nor can the loss to 
the railroads and shippers, which will 
run into millions of dollars, and the 
sad part is that the public has to pay 
the bill. The men were promised a 
large advance in wages if they would 
return to work, but they were ill- 
advised by labor agitators and others, 
and many of them have not only lost 
their seniority rights, which is a valu- 
able asset to any railroad man, but 
many of them have lost their positions 
permanently and would not be taken 
back by the railroads, even if they de- 
sired to return to work. It is a singu- 
lar fact that practically every labor 
strike this year, and late last year as 


well, has been lost by the men. First 
there was the policemen’s strike in 
Boston, followed by the steel strikes 
last September, then the coal strike, 
followed by the railroad men’s strike, 
and ‘in all of these labor has been de- 
feated. The harm these strikes have 
done to business of all kinds is beyond 
measure, and the loss in wages to the 
men and in money to general business 
can never be made up in many years 
of hard work. 

All the steel companies report that 
their shipments are getting larger, and 
while there is still a very acute short- 
age in supply of empty cars, all is be- 
ing done by the railroads that they 
possibly can do to have empties re- 
turned, and this is helping out the 
situation to no small extent. The heavy 
stocks of finished iron and steel prod- 
ucts, piled in mill yards, warehouses, 
and loaded on cars, are gradually being 
reduced, some of the larger steel con- 
cerns stating that in the past two 
weeks or more they have cut down 
their stocks fully fifty per cent. Deliv- 
ery by truck of all kinds of iron and 
steel products is still being very large- 
ly done, and it is no common occurrence 
for makers of some steel products in 
the Pittsburgh district to make ship- 
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ments by truck as far as four hundred 
to five hundred miles. 


Local jobbers and retailers of. hard- 
ware report that in spite of the many 
handicaps they are doing a good vol- 
ume of business, and would do very 
much more if they could obtain goods. 
Seasonable goods are having a good 
demand and are moving out freely. 
The very high prices of fruits and veg- 
etables in this district, and in fact all 
over the country, has resulted in near- 
ly as many home gardens being tilled 
this year as there were during the war. 
This is causing a specially heavy de- 
mand for all kinds of garden tools, 
supplies of some jobbers and retailers 
being very low. There is also a good 
demand for everything used in outdoor 
life for tenting, fishing, golf and base- 
ball, and all other outdoor sports. Once 
the railroad situation is cleared up and 
jobbers and retailers are able to get 
goods more promptly, they anticipate 
the heaviest volume of business they 
have had in some years. 


Automgbile Tires and’ Accessories.— 
There is a very heavy demand for tires 
and general automobile accessories, 
and stocks of jobbers and retailers are 
moving out freely. Nearly all makers 
of tires were able during the war to 
lay in heavy stocks. Deliveries by these 
makers are fairly good considering the 
bad railroad situation. Another maker. 
of spark plugs has advanced prices ten 
to fifteen per cent, and the demand for 
these goods is reported heavier than 
the makers can supply promptly. 


Axes.—The great falling off in the 
building trades all over the country has 
restricted the new demand for axes to 
some extent, which is quieter now than 
at any time for several years. Deliv- 
eries from the makers are bad, and in 
spite of the dull demand stocks of re- 
tailers and jobbers are quite low. 
Prices are firm but show no change. 


We quote from local jobbers’ stocks: 
Single bit, base weights, axes, $16.50 per 
doz.; double bit, base weights, axes, $21.50 
per doz.; Sager handle single bit axes, 
$23.50 per doz.; Hiawatha boys’ handled 
axes, $14 per doz. 


Nuts, Bolts and Rivets.—The Pitts- 
burgh Screw & Bolt Company recently 
made an advance in nearly all kinds of 
nuts and bolts from 15 to 20 per cent, 
and one other local maker that has not 
yet advanced prices is expected to do 
so in a very short time. Makers say 
the new demand is very heavy, and 
local makers are now taking orders for 
delivery over last half of the year at 
the discounts named below. Delivery 
of nuts and bolts and also rivets is still 
being done by local makers, in some 
cases these deliveries going as far as 
three hundred and four hundred miles. 
The new discounts now in effect are 
as follows, these being named only in 
carload lots, and usually to regular 
customers only: 


Large structural and ship rivets, $4.50 
‘base; large boiler rivets, $4.60 base; small 
rivets, 40 per cent off list. 

Small machine bolts, rolled threads, 40 
and 5 per cent off list; same sizes in cut 
threads, 40 and 10 per cent off list; longer 
and larger sizes of machine bolts, 30 per 
cent off list. 


Carriage bolts, %-in. x 6-in.: Smaller 
and shorter, rolled threads, 30 and 10 per 
cent off list; Cut threads, 30 per cent off 
list; longer and larger sizes, 25 per cent 
off list. Lag bolts, 45 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 head, 40 per 
cent off list; other style heads, 20 per cent 
extra, 

Machine bolts, c.p.c. and t. nuts %-in. x 
4-in.: Smaller and shorter, 30 per cent off 
list; longer and larger sizes, 20 per cent 
off list; hot pressed and cold pressed sq. or 
hex. blank nuts, $1.50 off list; tapped nuts, 
$1.00 off list. 

Semi-finished hex. nuts, U. S. S. and 
S. A. E.: %-in. and larger, 50 and 10 per 
cent off list; 9/16-in. and smaller, 50 and 
10 per cent off list: 9/16-in. and smaller, 
A. L. A. M. or S. A. E., 70, 10 and 5 per 
cent off list. 

Stove bolts in packages, 70 and 10 per 
cent off list; stove bolts in bulk, 70, 10 and 
21% per cent off list; tire bolts, 55 and 10 
per cent off list; track bolts, 6c. base. 


One cent per lb. extra for less than 200 
kegs. Rivets in 100-lb. kegs 25c. extra. 

All prices carry standard extras f.o.b. 
Pittsburgh. 

Builders’ Hardware.—The strike of 
carpenters, bricklayers and other labor 
in the building trades is still on in the 
Pittsburgh district, and new building 
projects are practically at a standstill. 
Employers have decided that the time 
has come to resist the unfair demands 
of labor, and it is likely this strike will 
be fought out to a finish. Many large 
building projects in this city have been 
indefinitely postponed, owing to the 
high cost of labor and material, and 
most of them will not be taken up this 
year. 

Iron and Steel Bars.—Some mills 
rolling iron and steel bars report a fall- 
ing off in the new demand, partly ow- 
ing to inability to get. delivery on con- 
tracts placed some time ago, and also 
because of the uncertain outlook for 
general business. It is history that 
business is always quiet during a presi- 
dential campaign and this year is not 
likely to prove an exception. Many of 
the mills in this district are still mak- 
ing delivery of both iron and steel bars 
by truck to customers within a radius 
of one hundred miles or more. 


Prices in carloads and larger lots are 
about as follows: Steel bars rolled from 
billets at 2.35c., this being the price of the 
Carnegie Steel Co. for very indefinite deliv- 
ery, likely not before first quarter of next 
year. Other mills rolling steel bars from 
billets quote from 3c. to 4c. at mil!, prices 
depending entirely on the buyer and the 
delivery wanted. The demand for concrete 
reinforcing steel bars is fairly active, and 
we quote these, when rolled from billets, at 
4c. to 4.25¢c., and from old steel rails at 
about 3.50c. at mill. We quote common 
iron bars at 4.25¢c. to 4.50c., and refined 
iron bars, 4.50c. to 5c. in carloads, f.o.b. 
mill, Pittsburgh. 


Lawn Mowers.—Local jobbers and 
retailers report that the new demand 
for lawn mowers this year has been 
heavier than anticipated, and on some 
of the more popular makes their stocks 
are badly depleted. It is expected that 
most makers of lawn mowers will an- 
nounce their prices for next year with- 
in a short time, and they are likely to 
be higher than this year. 


Sheets.—The betterment in the rail- 
road situation is seen by the fact that 
the American Sheet & Tin Plate Co. 
and the independent makers of sheets 
are running their mills to larger capac- 
ity than at any time since the railroad 
strike started. The new demand for 
sheets is not so urgent as some time 
ago, and from the automobile trade has 
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fallen off quite considerably. However, 
most sheet mills are well sold up for 
remainder of this year, and some mills 
will carry over good-sized tonnages 
into next year owing to loss of output 
during the railroad strike. 


We quote No. 28 gage box annealed one- 
pass black sheets at 4.35c. to 6.50c. No. 28 
galvanized, 5.70c. to 8.50c., and Nos. 9 and 
10 blue annealed at 3.55c. to 6c., the lower 
prices named being the March 21 schedules 
which are still named by the leading inter- 
est, while the higher prices represent a fair 
range of quotations by the independent 


mills. 


Tin Plate.——The tin plate trade is 
quiet, this being the usual dull season, 
most consumers being covered and not 
interested in the market. The mills 
are bending their energies to getting 
out as heavy a product as they can, and 
the preference order recently issued by 
the Car Service Association of the In- 
terstate Commerce Commission has 
been extended for two weeks, or up to 
June 26 inclusive. This order has 
helped out shipments a great deal, the 
American Sheet & Tin Plate Co. and 
other leading independent mills having 
reduced their stocks of tin plate nearly 
50 per cent. It is expected that by the 
time the preference order expires on 
June 26 the heavy stocks will have 
been pretty well cleaned up. 

We now quote tin plate to domestic con- 
sumers for remainder of the year delivery 
at $7 to $8.50 base box, stock items $9, and 
for export $11 to $12 per base box, all 
f.o.b. Pittsburgh. 

Wire Products.—Mills continue to 
report a very active demand for wire 
and wire nails, but they have very 
little material to spare, and some of 
the larger mills have instructed their 
sales agents not to refer any inquiries 
for wire or wire nails to the home 
office unless they come from regular 
customers. Some export business is 
being done in wire nails on the basis 
of $5.75 to $6 per keg, and on galva- 
nized barb wire at 6c. to 6.25c. and 
galvanized wire at 5.50c. to 5.75c. per 
lb. at mill. The acute shortage in sup- 
ply cf wire and wire nails is likely to 
last over a good part of this year. Prices 
in carloads and larger lots to jobbers 
are very firm and by the independent 
mills are as follows: 


Wire nails, $3.25 to $4 base per keg; gal- 
vanized, 1 in. and longer, including large- 
head barbed roofing nails, taking an ad- 
vance over this price of $1.50 and shorter 


than 1 in., $2. Bright basic wire, $3 to 
$3.50 per 100 1lb.; annealed fence wire, 
Nos. 6 to 9, $3 to $3.50; galvanized wire, 
$3.70 to $3.95; galvanized barbed wire 


and fence staples, $4.10 to $4.45; painted 
barbed wire, $3.40 to $3.75: polished fence 
staples, $3.40 to $4.50; cement-coated nails, 
per count keg, $2.85 to $3.75, these prices 
being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 60 
ner cent off list for carload lots, 59 per cent 
for 190-rod lots. and 58 per cent for small 
lots, f.o. b. Pittsburgh. ’ 


C. H. Connelly has assumed the du- 
ties of scuthwestern manager for the 
Rubber Products Co., Barberton, Ohio, 
with headquarters at Kansas City, Mo. 
Geo. B. Kretsinger will be office man- 
ager of the company’s Kansas City 
branch. 
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TWIN CITIES 


AND MINNEAPOLIS, 
June 22, 1920. 
Ppovrnigeneyes remain practically the 
same as last reported. Work in 
building trades practically at a stand- 
still because of building laborers and 
electricians remaining out on strike. 
Some work is being done on buildings 
under construction, but no new work 
of any size is being placed under way. 

Jobbers report a general tendency on 
the part of dealers to be conservative 
and careful in buying, thereby keeping 
their stocks as low as is consistent 
with giving good service. 

Prices on all commodities remain 
firm, and price advances continue de- 
spite reports that the market is begin- 
ning to drop. 

It is generally accepted by men in 
a position to know that there is no 
possibility of a decline in hardware 
prices as long as the present shortage 
in steel continues and wages remain 
at their present level. Production will 
have to become larger than consump- 
tion before any decline can take place, 
and there is no likelihood of this occur- 
ring during this year. 

There is very little improvement, if 
any, in the freight congestion, except 
that shipments originating in Chicago 
are coming thru more promptly. 

Axes.—Sales are fairly light in this 
line. Prices show no change. 


We quote from local jobbers’ stocks: 
Single bit, base weights, axes, $16.50 per 
doz.; double bit, base weights, axes, $21.50 
per doz.; Sager handle single bit axes, 
$23.50 per doz.; Hiawatha boys’ handled 
axes, $14 per doz. 


Automobile Accessories.—There has 
been a temporary lull in sales of auto- 
mobile accessories, probably due to re- 
cent cold weather. Sales remain fairly 
steady. 

Chains.—Sales on tire chains are un- 
usually good for this time of the year; 
very likely due to preparation for vaca- 
tion trips. No change since last report. 

We quote 30 x 3% Weed $3.35 pair in 
dozen lots. 

Spark Plugs.—There is a good vol- 
ume of sales in the standard lines of 
spark plugs; stocks are ample to take 
care of needs. No price changes re- 
ported. 


We quote from local jobbers’ stocks: 
{In lots of less than 100, Champion X, 59c. 
ach: A. C. Cico, 48c.; A. C. Titan, 63c. 
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each; Mosler Superior, %4-in., 42c.; % Ve- 
suvius, 60c. each. 
Builders’ Hardware. — Prospective 


business practically at a standstill be- 

_cause of strike conditions. Deliveries 
are being made, however, on old con- 
tracts. There has been no material 
change in prices. 

Barbed Wire.—There is no improve- 
ment in the local jobbers’ stocks, which 
are still badly broken. No price changes 
reported. 


We quote from local jobbers’ stocks: 
Painted cattle, 80 rod spools, $3.73; gal- 
vanized, $4.28; painted hog, 80 rod spools, 
$3.98 ; galvanized, $4.56. 

Wire Brads.—There is a slight im- 
provement in stocks in hands of job- 
bers. There has been no price change. 


We quote from local jobbers’ stocks: 
70 per cent to 75 per cent from the stand- 
ard list. 


Bolts.—Prices show no change as yet. 
There is no improvement in the short- 
age which has existed for some time. 
Shipments are coming through very 
slowly. 

We quote from local jobbers’ stocks: 
Small size carriage bolts, 20 per cent; large 
size carriage bolts, 15 per cent; small ma- 
chine bolts, 30 per cent; large machine 
bolts, 20 per cent; stove, 60 per cent; lag 
screws, 40 per cent; tire bolts, 45 per cent 


from standard lists. 
Screen Doors and Windows.—De- 


mand for this class of goods is still 
strong. Prices show no change. 

local jobbers’ stocks: 
Common, 2-8 x 6-8 doors, $29.40 per doz. ; 
fancy, 2-8 x 6-8 doors, $44.20 per doz.; 
Sherwood adjustable 24-in. window screens, 
$9 per doz.; Wabash extension 24-in. win- 
Gow screens, $7.70 per doz. 

Eaves Trough, Conductor Pipe, and 
Elbows.—Despite shortage in this class 
of material and heavy demand for same 
there has been no price change. 

We quote from local jobbers’ stocks: 
Eaves trough, 28-gal., 5-in. lap joint, single 
bead, $9.50 per 100 ft.; conductor pipe, 28- 
gak, 3-in. correguted, $9 per 100 ft.; 
elbows, 3-in. corrugated, $2.16 per doz. 

Files.—Local stocks are in fair con- 
dition, but jobbers report shipments 
very slow. No price change reported. 


We quote from local jobbers’ stocks: 
Nicholson files at’ 45-5 per cent; Riverside 
files at 50-10 per cent; Arcade ‘files at 50 
per cent from standard lists. 


Freezers.—Demand for ‘freezers is 
not as heavy as was anticipated by the 
retail trade. Jobbers’ stocks are low. 
No price changes reported. 


We quote from 


We quote from local jobbers’ stocks: 
White Mountain freezers, each; 1-qt., 
$2.90; 2-qt., $3.20; 3-qt. $4.05; 4-qt., 
$4.95 : 6-qt., "$6.25 . 8-at., $8. 10. A 

Galvanized Ware.—Demand  con- 


tinues strong, but stocks are in poor 
condition. No price changes have been 
made. 


We quote from local jobbers’ stocks: 
Standard No. 1, galvanized tubs, $12 per 
doz. ; standard No. 2 galvanized tubs, $13.50 
per doz.; standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy No. 1 galvanized 
tubs, $20.50 per doz.; heavy No. 2 galvan- 
ized tubs, $22 per doz.; heavy No. 3 gal- 
vanized tubs, $23.50 per doz.; standard 10- 
qt. galvanized pails, $4.20 per doz.; stand- 
ard 12-qt. galvanized pails, $4.60 per doz.; 
standard 14-qt. galvanized pails, $5.20 per 
doz.; stock 16-qt. galvanized oa $7.80 
per doz.; stock 18-qt. galvanized pails, 
$9.15 per doz. 

Glass and Putty.—Sales are not so 
large as earlier in the season, but still 
remain fairly steady. Stocks are light. 
No price changes reported. 


We quote from local jobbers’ stocks: 
Single strength “A”? grade glass, 76 per 
cent; double strength “A” grade glass, 78 
per cent. Commercial putty in bladders, 
$5.15 per cwt. 


Hose.—Sales continue very heavy on 
the better grades of hose. It is prac- 
tically impossible to obtain %-in. cor- 
rugated moulded hose. 

We quote from jobbers’ stock high grade 
%-in. moulded 18%c. ft.; %%-in. 16%c 


ft. Medium grade 14¢c. and 1c. respect- 
ively. Competition hose %-in. 12c. ft. 


Lawnmowers.—While the peak of de- 
mand is over sales in a retail way are 
holding remarkably well. No price 
changes reported. 

Nails.—Shortage of nails is the most 
serious shortage facing the hardware 
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dealer; especially the larger stores hav- 
ing a builders’ hardware department. 
There is no indication of any improve- 
ment in this condition. Small local 
freight shipments are being made from 
time to time. One of the jobbers re- 
ports several cars lost in transit for 
three weeks. 


Paper.—A_ serious’. shortage _ still 
exists in the paper line, especially so 
in the red rosin sheathing paper. 
Nevertheless prices remain the same as 
last reported. 

Registers—Demand still continues 
good, but prices are holding same as 
last reported. 


We quote from local jobbers’ stocks: 
Registers at 20 per cent from standard 
lists. 

Rope.—Rope stocks seem to be in 
fair condition so far with prices hold- 
ing steady at old quotations. New 
stocks are arriving slowly in accord- 
ance with all other merchandise. 

_ We quote from local jobbers’ stocks: 
Columbian manila rope, 29c. per lb. base; 
Columbian sisal rope, 20c. per lb. base; 


standard cotton rope, 60c. per Ib. base; 


Swede iron rope, 5 per cent discount; 


crucible wire rope, 22% per cent discount. 

Sandpaper.—Sales on this item are 
very heavy and factories are way be- 
hind in making shipments. 

We quote from jobbers’ stocks: 20 and 
10 per cent from standard list. 

Sash Cord.—Demand for this item 
has fallen off considerably, due to the 
present building situation. No changes 
in price reported,. 

We quote from local jobbers’ stocks: 
Silver Lake cord, $1.17 per lb. base; 
braided cotton, 88c. per lb. base. 

Sash Weights.—There is no change 
in the local sash weight situation and 
deliveries from out. of town points is 
very slow and uncertain. Price has not 
changed. 

We quote from local jobbers’ 
Sash weights in regular sizes, 
100 Ib. 

Screws.—While jobbers’ stocks are 
in fair shape on ordinary wood screws 
a very serious shortage exists in mia- 
chine screws of practically all saleable 
sizes. Several local manufacturers’ 
representatives have received lists of 
shorts from their factories and machine 
screws are being shipped from this dis- 
trict back to within a few miles of 
where the screws were originally manu- 
factured. No price changes have been 
made since last reported, although it is 
expected that when existing contracts 
are renewed July 1, these will carry an 
increase in price. 


We quote from local es stocks: 
Flat head bright screws, 70 per cent; 
round head blued screws 65 per cent; flat 
head japanned ‘screws, 60 per cent; flat 
head brass screws, 55 per cent; round head 
brass screws, 55 per cent; iron machine 
screws, 60 per cent; brass machine screws 
40 per cent. 


Steel Sheets.—Stocks show no im- 
provement and prices are very strong 
as last quoted. Sales keep up to the 
record started earlier in the year, the 
same difficulty of short stocks prevent- 
ing a better showing. 


We quote from local jobbers’ stocks: 
28- “Rage galvanized steel sheets, $10.50 per 
bed 28-gage black steel sheets, $9 per 


stocks: 
$4 per 


pa are just fair on this 








UMI 
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item. No large sales being reported. 
Prices have been reduced slightly. 


We quote from local jobbers’ stocks: 
Warranted half and half solder at 388c. 
per 1 


Tin Plate.—Sales continue very good. 
Shipments from factory very slow. 
Price shows no change. 


We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, 
$18.50. 


Washers.—There is no change in 
either price or sales in this line and 
mill shipments are on a par with many 
other items. 

We quote from local jobbers’ stocks: 
Wrought steel, % in., $9 per cwt.; wrought 
steel, 1 in., $9.40 per cwt. 

Wheelbarrows.—The demand for con- 
tractors’ wheelbarrows seems to keep 
up to a high point. Factories are far 


behind on production but prices show 


no change. 
We auote from local jobbers’ stocks: 
Fully bolted wheelbarrows, $56 per doz.; 


tubular steel wheelbarrows, $9.15 each; 
garden, wood wheelbarrows, $81 per doz., 
or $7 each. 


Wire Cloth.—The demand for wire 
cloth is increasing and the supply is 
shrinking in proportion. Stocks here 
are badly broken and in many cases 
nearly exhausted. Prices are still as 
last quoted. 

We 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft. ; 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft. 


quote from local jobbers’ stocks: 


Wire.—Stocks of wire are still in bad 
shape, no jobber having a complete or 
approximately complete stock. 

We quote from local jobbers’ stocks: 


Annealed black No. 9, $4.30; annealed gal- 
vanized No. 9, $5. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, June 28. 

USINESS with retail dealers con- 

tinues good but is not rushing as 
it had been for several weeks. Carload 
shipments of merchandise are coming 
from manufacturers to jobbers in bet- 
ter volume than they have been and 
dealers’ stocks, generally, are in good 
shape. However, manufacturers of 
some lines are unable to keep up the 
demand and are making slow ship- 
ments. While the railroad situation is 
improving in respect to deliveries from 
manufacturers in carload lots, jobbers 
are having a great deal of trouble in 
making shipments in less than carloads 
to the retail merchants. 

Retailers bought quite heavily for 
some time and accumulated good stocks 
except in lines in which there are short- 
ages and now, outside of buying sea- 
sonable goods for fall, many are plac- 
ing orders only for merchandise to 
keep their stocks rounded out. How- 
ever, retail merchants see no prospects 
of any marked reduction in prices in 
the near future. Price advances are 
still being made but they are few in 
number and only on rather unimportant 
items. Jobbers report that collections 
are fairly good. 

There has been decided easing-up in 
the demand for builders’ hardware, 
owing to the curtailment in building 
operations in this city. Much building 
work is at a standstill on account of 
the scarcity of material and this situ- 
ation does not encourage others to 
start building operations. 

Automobile Tires and Accessories.— 
The demand for tires, spark plugs, 
pumps, jacks and other accessories is 
holding up well. Jobbers have good 
stocks of tires but there is a shortage 
in some makes of cord casings in the 
smaller sizes. Prices are unchanged. 

Ash Sifters.—Prices on round metal- 
lic ash sifters have been marked up 10 
per zent. These are now quoted by 
jobbers at $15 per dozen. 

Barb Wire.—Shipments of barb wire 
from mills have improved considerably, 


but the demand is still in excess of the 
supply and jobbers are limiting the 
size of orders. 

We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$4.25; hog wire, $4.55; American Special, 
$3.25. 

Binder Twine.—Although the buying 
season is pretty well over, jobbers are 
still getting quite a few pick-up orders 
for binder twine. Prices are unchanged. 


We quote binder twine at 15c. per Ib., 
f.o.b. mill for best grades and 15%%c. for 
shipment from stock. 


Bicycles.—The demand for bicycles 
continues heavy. Jobbers have recent- 
ly received good stock shipments so 
that the shortage that was in evidence 
a few weeks ago has disappeared. 

Builders’ Hardware-—The demand 
for builders’ hardware has shown a 
marked falling off, owing to the let-up 
in building. Jobbers are getting their 
old orders cleaned up and with im- 
proved shipments stocks are in much 
better shape than they have been for 
some time. 

Bolts and Nuts.—Although manufac- 
turers are far behind on shipments job- 
bers have fair stocks of bolts and nuts 
and the demand is active. Most manu- 
facturers have joined in the recent ad- 
vance in prices, but so far jobbers have 
not changed their prices. 


Jobbers’ prices are as follows: Machine 
bolts, large and small, 25 per cent off list: 
carriage bolts, large and small, 15 per cent 
off list; stove bolts, 50 and 10: lag bolts, 
40; hot pressed nuts square and hexagon. 
keg lots, tapped list; could. pressed nuts, 
$1 off list. 

Clamps.—Prices on Snow’s adjust- 
able clamps have been advanced 20 per 
cent. These are now quoted at list 


plus 20 per cent. 


Conductor Pipe and Eaves Trough.— 
The demand for conductor pipe and 
eaves trough is fairly heavy, but job- 
bers’ stocks are low as manufacturers 
are behind in filling their orders. 

Cotter Pins—A price advance has 
been made on cotter pins, which are 
now quoted by jobbers at 85 and 10 per 
cent discount, as compared with the 


former price of 90 and 20 per cent dis- 
count. 
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Fly Spray.—A very good demand has 
sprung up for fly spray. Jobbers quote 
Sobosso fly spray at $14 per dozen gal- 
lon cans and $9 per dozen half gallon 
cans. 

Fodder Twine.—Jobbers are now tak- 
ing orders for fodder twine for fall de- 
livery and report the demand better 
than for several years. 

Jobbers quote for stock shipment No. 130 
fodder twine in coils 15c. per lb. and No. 200 
154%c. per Ib. 

Ice Cream Freezers.—Jobbers report 


a very good demand for ice cream 
freezers, particularly from country 
merchants. The supply is rather 


scarce, but prices are unchanged. 


Kiddie Cars and Other Children’s 
Vehicles.—Jobbers are now selling kid- 
die cars for the fall trade. Many re- 
tailers are placing their orders for im- 
mediate shipment rather than for fu- 
ture delivery in order to have the cars 
when needed. There is also a good de- 
mand for velocipedes and _ coaster 
wagons, stocks of which are ample. 

Jobbers quote kiddie cars as 
Per dozen, No. 1, $13.75; No. 2, 
No. 3, $23.75; No. 4, $27.75. 

Lawn Mowers.—Sales for lawn mow- 
ers have become very light as most of 
the retailers have covered for their 
season’s requirements. Retail sales 
have been very heavy. Jobbers have 
very few mowers left in stock. 

Mica.—A price advance of 10 per 
cent has been made on mica, which 
jobbers now quote at 40 per cent dis- 
count. 

Nails and Wire.—The supply of nails 
is somewhat more plentiful and the de- 
mand apparently shows no falling off 
in spite of the curtailment in building 


follows: 
$19.75; 


operations. Prices are unchanged as 
follows: 

Wire nails, $3.75 to $4 per keg: No. 9 
galvanized wire, $3.20 to $4 per 100 Ib.;: 
No. 9 annealed wire, $3.50 per 100 Ib.; 


cement coated nails, $3.35 per 100 Ib. 

Oil and Grease Cups.—A price ad- 
vance of from 10 to 20 per cent has 
been made on oil cups and grease cups. 

Oil Cook Stoves.—The demand for oil 
cook stoves continues very heavy, and 
jobbers are making sales faster than 
they are receiving shipments from 
manufacturers. Many people are buy- 
ing these stoves for use in summer cot- 
tages, but the falling off in the natural 
gas supply is apparently stimulating 
sales. Prices are unchanged. 


Pastry Boards.—Prices on _ pastry 
boards have been advanced 10 per cent. 
Jobbers quote medium sized boards at 
$14 per dozen. 

Poultry Netting and Wire Cloth— 
There is still a heavy demand for wire 
cloth and stocks of some of the jobbers 
are practically cleaned out. There is a 
moderate demand for poultry netting 
but the supply is very low. 


Jobbers quote wire cloth at $2.50 per 100 
sq. ft. for black and $3 for galvanized. 


Pump Buckets.—A price advance of 
10 per cent has been made on rubber 
buckets for chain pumps. 

Rope.—The demand for rope con- 
tinues very heavy and the supply is 
plentiful. Prices are unchanged. 
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Jobbers quote best grades of rope at 
27%c. per lb. base from mill and 28c. from 
stocks. 

Shovels.—The demand for shovels 
continues very active and the supply 
is still scarce. Prices are unchanged. 

Snow Shovels.—There is a good de- 
mand for snow shovels for fall ship- 
ment but no shortage is expected. 

Jobbers quote Owosso steel shovels at 
$14.25 per doz, for No, 33; $16 for No. 
34; $18.25 for No. 26; $6.50 for No. 1 
wood shovels. 

Skates.—Orders are being taken for 
ice skates for fall delivery, and jobbers’ 
sales are larger than during the past 
year or two. Prices are unchanged. 


Jobbers quote Union Hardware Co.’s pol- 
ished skates with screw clamps at $1.05, 
$1.30 and $1.85 for three popular grades. 


Sash Weights.—The demand for sash 
weights has become very active and 
the supply is better. 

Jobbers quote sash weights at $67.70 per 
ton for factory shipment and $82.75 for 
shipment from stock. 

Steel Sheets.—The sheet situation 
has eased up considerably and de- 
liveries are being made more promptly 
by mills. Some of the high mill prices 
that have been ruling for some time 
have disappeared. Jobbers prices are 
unchanged. 


Jobbers quote black sheets at 844c. per 
lb. base and galvanized sheets at 9c. 


Rubber Roofing.—The demand for 
rubber roofing is holding up fairly well 
and stocks are good. Jobbers’ prices 
are unchanged as follows: 

Second grade, light weight, $2.10 per 
roll; medium, $2.55 per roll; heavy, $3 per 
roll. Best grade, light weight, $2.35 ner 
roil; medium, $2.75 per roll; heavy, $3.20 
~~ roll. Slate surface roofing, $3.40 per 

Sewing-Awls and Speed Stitchers— 
Myers sewing-awls and speed stitchers 
have been advanced and these are now 
quoted by jobbers at $8 per dozen. 

Tin Boilers.—Prices on some makes 
of tin boilers have been advanced 10 
per cent. 

Watering Pots—A good demand has 
sprung up for galvanized watering 
pots. The supply is not very plentiful. 

Window Screens and Screen Doors. 
—Retailers are doing a good volume 
of business in window screens and 
screen doors but jobbers, orders have 
fallen off. Some of the jobbers now 
have fair sized stocks. 


Cleveland Paint Market 


Office of HARDWARE AGE, 
Cleveland, June 28. 


The demand for paints and varnishes 
is holding up well and the supply is 
scarce. Retail hardware dealers are 
doing a good volume of business in 
paints and painter’s supplies and are 
buying quite freely to fill in their 
stocks. Prices are unchanged. 

We quote jobbers’ stocks: First grade 


mixed house paints at $4 per gal. for colors 
and $4.25 for white. 


Linseed Oil.—There is a fair demand 
for linseed oil and while the supply is 
not abundant it is about sufficient to 
meet the demand. Prices are _ un- 
changed. 


We quote from local jobbers’ stocks: 


Raw linseed oil at $1.90 per gal. in barrel 
lots and boiled oil at $1.92. 


Turpentine.—The demand for tur- 
pentine is heavy and the supply is so 
short that jobbers are unable to accept 
all the orders offered. The price is un- 
changed. 


We quote turpentine from local jobbers’ 
stocks at $2.35 per gal. in barrel lots. 


White Lead.—White lead is very 
scarce and manufacturers are way be- 
hind on deliveries. One jobbing house 
reports that it has received no ship- 
ments for about four weeks and has 
unfilled orders of over 4 carloads. The 
demand is active and prices are un- 
changed. 


We quote white lead from local jobbers’ 
stocks at $15.50 per cwt. in 100-lb. kegs. 


TRADE NOTES, 
The Vitrified Wheel Co., Westfield, 


Mass., incorporated earlier in the year, 
has increased its preferred stock capi- 
talization $200,000, and has _ issued 
7997 shares of common stock, having 
no par value. William Nelson is presi- 
dent, and Francis C. Gray, treasurer. 


The Pilgrim Varnish Co., Chelsea, a 
$50,000 corporation, has been granted 
a Massachusetts charter. The com- 
pany’s capital consists of 500 shares, 
par $100, of which 300 have been 
issued. Harlan M. Gale, 21 Willoughby 
St., Somerville, is president, and Ed- 
mund A. Rothwell, Brookline, treasurer. 


The City Hardware Co., Leominster, 
Mass., has taken a charter. The com- 
pany is capitalized for $15,000, consist- 
ing of 150 shares, par $100, of which 60 
are issued. John H. Crain is presi- 
dent, and John J. Dowd, both of Leo- 
minster, is treasurer. 


The Yakima Hardware Co. will build 
a $40,000 warehouse in the very near 
future and the wholesale business will 
be conducted in that building. A build- 
ing permit was issued at Yakima, 
Wash. 


J. K. Alline, formerly of the Electric 
Appliance Co., of Chicago, is now Iowa 
representative for the Packard Electric 


Co., of Warren, Ohio, manufacturers of ° 


transformers and automotive cable. 


With the extra facilities offered by 
additional space, the manufacturer 
hopes to double production on the 
Laundryette washing machines. 


Boston Paint Market 


Office of HARDWARE AGE, 
Boston, June 26, 1920. 

No fault can be found with the con- 
sumptive demand for mixed paints. 
But there is a whole lot of fault find- 
ing with the inability of everybody to 
get stock. The New England supply 
situation probably will be further ag- 
gravated by the decision of its leading 
trolley express company to suspend 
operations. The Boston jobbing paint 
trade, drawing supplies from or 
through New York, depended to a con- 
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siderable extent on this freight service 
from Providence and other Sound ports. 
The elimination of it will mean greater 
difficulty and expense in getting fresh 
stocks. 
circles that something can be done 
within the immediate future to settle 
the New York longshoremen’s strike. 
This strike has seriously interrupted 
the movement of freight from New 
Jersey points where mixed paints are 
manufactured. If that labor situation 
can be adjusted, the loss of the New 
England trolley freight may be over- 
come to a certain extent. 


Brushes.—The probabilities are that 
prices for all kinds of paint brushes 
will be advanced within the immediate 
future. Not only that, but some grades, 
notably long bristled brushes, will soon 
become extinct. In speaking of the 
future brush market a well informed 
dealer says that a long white bristled, 
best grade, whitewash brush, that has 
been selling at $12 to $15 each, before 
many weeks pass will command $20. 
The brush manufacturers, like every- 
body else, are having much difficulty in 
securing raw materials. 


Dry Colors——Manufacturers of wall 
finishes are consuming whatever whit- 
ing comes into the country as fast as 
it arrives, which leaves comparatively 
little for the jobber to fill demands 
made upon him. Plaster of paris is 
very scarce and high. Lamp black, 
which has been selling in packages at 
22c. per lb. is now 24c. 


Prices, in less than barrel lots, from job- 
bers’ stocks, per lb., are reported as strong, 


but unchanged, as follows (figures in 
cents): 

Whiting .......2%-8 Sienna ......... 18-22 
Guilders .......... 3 Metallic Brown.... 4 
ae 15 Yellow ochre ....3% 


Lamp black, bulk..18 Venetian red ..... 3 
Lamp black, pkgs..24 Ultramarine blue. .26 
CD ceevccees 10-12 P. green, pkgs....48 

Glue.—Raw materials are so costly 
and so much glue is going into wall 
finishes that manufacturers, in some 
cases, are having difficulty in supply- 
ing demands from jobbing houses, who 
sell their product in original conditions. 
The market for ground glue, which re- 
cently advanced, has gone up another 
2c. per lb. to 22c. 

Glue, ground, 22c. per lb.; plate, 30c. 
per lb.; clear bonnet, 37c. per Ib. 

Lead.—The lead situation has not 
changed noticably since last reports. 
While the demand is no more than or- 
dinary at this season, some jobbers 
report it is sufficient to constantly keep 
their supplies down to small propor- 
tions. Other distributors, however, 
apparently have more lead on hand 
than orders. 


Jobbing quotations on lead, in 12%, 25 
and 50 and 100-lb. kegs, follow (figures in 


cents): 

12% Ib. 25-50 Ib. 100 Ib. 
We, Ov iccesys 16 15% 15% 
White, dry....... 16 15% 15% 
ee ee 1614 16% 16 
ee 16 15% 15% 


Oils, Ete——Turpentine continues to 
decline, a new low price for the current 
movement being. establ*-*ed almost 
every day. As compar.u with three 
weeks ago, the market is about 37c. per 
gal. lower. In barrel lots it is quoted 


Hope is expressed in local | 
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fron and Soft Steel Bars 
and Shapes 
Bars: Per lb. 
Refined Iron, base price... .5.25¢ 
swedish Bars, Duse price.. .2U.0U¢g 
Soft Steel: 
% to 27 in. round, - 


1 to 6 in. x % to 5/16, 


3.62@5. 
Rods—% and 11/16....3. a ES.OSS 
Sapte, s 4 to6x 3/16 t 
Coocvecccecece z 22@6.50¢ 
name rere errr eT 5.57 @6.50¢ 
Shapes: 
Beams and channels—8 to 15 


Me Skeeheeenuees ee 3.47@5.25¢ 
Angles: 
3 in. x % in. and larger, 
3.47@5.25¢ 


8 in. x 3/16 in. and %& in.. 
3.72@5.60¢ 
1% to 2% in. x \& in., 
3.52@5.90¢ 
1% to 2% in. x 3/16 Ay? 


and thicker ....... 3.47@5.85¢ 

1 to 1% in. x 3/16 in 
3.52@5.90¢ 
1 to 1% in. x % in. .3.57@5.95¢ 
% xX %x % in. ...3.62@6.00¢ 
. £3 Ss ae 3.67@6.05¢ 
% x a acvvenve 4.07@6.85¢ 
% x 3/32 Co Re 5.17@7.55¢ 

Tees: 

ee Serre ce 3. vei 25¢ 


% 1 
1% inx 1% +o =. 
77@6. 15¢4 
1% to 2% x 3/16 in. ‘ana 
EE co ntes reason 57 @5.95¢ 
8 in. ond larger c 52@5.30¢ 
Merchant Steel 
Per, Ib. 
Tire, 1% x % in, and ne. ‘ 
00@5.2 one 
Smooth finish, 1 x o% 


x \% in. and larger....... 6.00¢ 
See calk % x % in. and 


Current Metal Prices—July 1, 


Squares, flats and 
BOB wccccccceccccces 6.75 @7 .50¢ 


Best cast steel......2 20. 00@ 24. 00¢ 
Extra best cast steel.25.00@30.00¢ 


Tank Pinte—Steel, 






Ib. 
% in. and heavier ..... 3.67 my 50¢ 
Sheets 

Blue Annealed — 

MO BQiecsvccnececevess 7. 1298. "00¢ 
| >. Arr 5@8.05¢ 
MO Bre ckcevesesacas 2>@8.10¢ 
Pe Beko ccccatancxes 8 32@8.20¢ 


Bow Annealed—Black 


Soft Steel 
C. R., Wood's 
One Pass, Refined 
Per lb. Per Ib. 
Nos. 18 and 20.8.30@9.90¢ 
Nos. 22 and 24.8.35@9.85¢ 10.80¢ 


es Bbcecacens 8.40@9.90¢ 10.85¢ 
NO. 2B.cccoses 8.50@10.00¢ 
NO. Beccecense 8.60@10.10¢ 


No. 28, 36 in. wide, 10¢ 


BREE ca cacccaccecacéuc 11.00¢ 
penameaetet” Per Ib. 
MO Wicccecdececccuces 75@10.: 50¢ 
NO. 1G...ccccvcsvsccoee 5008 10.7 
Nos. 18 and 20...... 9.15@10.90¢ 
Nos. 22 and 24...... 9.30@11.05¢ 
1 ee 9.45@11.20¢ 
SS ee 9.60@11.385¢ 
No. 38 Cecaeas eeeaumes 9.75@11.50¢ 
Ws Miveccacnceneuns 10.35@12.00¢ - 


No. 28, 36 in. wide, 20¢ higher. 


Steel Wire 


tase Price* on No. 9 gage and 
coarser: 
Bright Basie ...-ccccccccsee , 
Annealed Soft .....cecccecs ; 
Galvanized Annealed ...... 5 
Coppered Basie 





1920 


Ce wer Sheets 


Sheet coppe:, hot rolled, 24 oz., 
20%¢ per Ib. base. 
Cold rolled, 14 of. and heavier, 


2¢ per lb. advance over hot rolled. 





*Regular extras for lighter gages. 


Tin Plates 
Bright Tin 

Grade Grade 

“AAA “oar 
Charcoal Charcoal 

14x20 14x20 
We ccaceccans $16.50 $14.25 
ER. cocvcevece 18.75 16.25 
> Grrr rrr 20.50 18.00 
TEAK wccccccce 22.25 19.75 
TERBAR ccccccees 23.75 21.50 

Coke—14 x 20 

Primes Wasters 
BO BA cceceseses $11.80 11.55¢ 
GP BM ccccccsces 11.90 11.65¢ 
200 TD. .wrecccecce 12.00 11.75¢ 
rrr rrrr 12.25 12.00¢ 
De -éeceeueee 13.25 13.00¢ 
re 14.25 14.00¢ 
oo ra 15.25 15.00¢ 
IXXEX .nccccces 16.25 16.00¢ 


Terne Plates 
8-1b. Coating 14 x 20 


100 = 








in 
Straights pig .....--+.++++..53 
DOP So cccuwerecereescecuat 58¢ @60¢ 
Copper 
Lake Ingot ...ccccccccccveees 20¢ 
Electrolytic eccccccccces 19%e 
COMED kcccccnenvaecseseeks 194¢ 
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Bar lead ....--ceccceeces 11@12¢ 

Solder % and % guaranteed. ..38¢ 

No. 1 elder... ccccccccccccce De 

Refined solder .....-e+eeeeees 31¢ 

Babbitt Metal 

Best grade, per Ib........ occa 

Commercial grade, per lb....... 50¢ 
Antimony 

Aelatie cn icccaccesceceeses 9@10¢ 
Alaminum 


No. 1 aluminum (guaranteed 
over 99 per cent pure), i 
ingots for remelting, oe 
Ib. d 


Old Metals 


There has been a little better 
feeling in the market this week and 


values have been slightly firmer. 
Dealers’ buying prices are: 

Cents 

er Ib. 

Copper, heavy and crucible. ..16.00 

Copper, heavy and wire...... 15.00 

Copper, light and bottoms... .13.00 

Brass, heavy «-+-+-++++e+eee 10.00 

Brass, light ....ceeeeeeeeees 7.25 


Heavy machine composition. . 15.50 
No. 1 yellow brass turnings.. 9.50 
No. 1 red brass or composi- 


tom turminge......2-cccese 12.25 
Lead, heavy .----+-++e-++ee6% 7.00 
Lead tea ...ccecccccccceece 5.00 
HIME oc ccccccccccccccececess 5.25 

Pipe 
Standard—Steet 

Blk. Galv. 
¥% in. Butt....--..+-- —36 —19 

%-3 in. Butt......--+ —40 — 
8%-6 in. Lap......-+- —35 —20 
7-12 im. Lap...cccceee —25 —8 

Wrought Iron 

Blk. Galv. 
%-1% in. Butt......- -- . +3 
2. LADe cc cccccecce + ¢ 
2g in  hekenes ena -— 1 +15 

AS a 7 eee +10 +28 





Brown. Spanish, low 
GPaGes .. wcccccccces 16.00@— 


Carmine, No. 10, bulk. ..5.00@5.10 
Green, Chrome, Ordinary. ..11@14 
Green, Chrome, Light...... 39@65 


AMBP wccccccccecccccccce 6.00¢ Tinned Soft Bessemer...... i0.¢ ‘00¢ 
bar? ae en - — sse@he B Cheat Mee, Tes . Spelter and Sheet Zine 
and quarter hard)...... re rass eet, Rod, Tube an¢ Western spelter .......... lw@il¢ 
Open-hearth spring 7 00@10.00¢ ire Sheet zine, No. 9 base, casks 
Ghefting and Screw Stock: ~~ ———- ty eeeeee ot Hb td 14% @15¢ 
oon, eT 6.25@7.00¢ igi rass BOs ccceed 4 @:* ¢ . 
Standard cast steel, base SS Gaeeenaeetes 26% @29¢ Lead and Solder 
ME uwaekeue Me sawewees 15.0046 WIRES TORS .ccccccncs 42% @44%e American pig lead....... 9% @10¢ 
a ° ° : ede ‘ 
Paint material prices as quoted in New York—July 1, 1920 
Animal, Fish and Vegse- Cobalt, Oxide, per Ib...... nominal in Oil White, less than 
table Oft«— WR, ea cancins per 100 Ib 500 Ib., per 100 Ib......... 15.50 
Linseed, Raw, Carload Commercial ..........-. 1.25@1.35 500 lb. up to 2000 Ib., per 
Sala eae e re at $1.40@— Cee! 100 Ib. Ce acee aac eck oa eee 
City. five-bbl. lots... 1.63@— Bx. Gilder® .... 00000 1.40@1.45 


Out-of-town, five-bbl. 
lots and over....... 1.60@— 





Boiled, 2¢ per gal. advance on 
Raw. 
tase. prime, winter, edible in 
bbls., per gal......... 1.90@1.95 
Cotton seed, Crude 
COR: MUb. c.ocks os 13.00@14.00 
Yellow Summer 
Prime, DWE scccsee 19.00@19.50 
Tallow, Acidless, car 
ee eee 1.45@-— 
Menhaden 
Northern Crude 7T0@— 
Southern f.o.b. Fac- 
Wr sesenusiens 80@— 
- Pressed ....00. 1.00@ 1.05 
ellow Bleached 1.05@ 1.10 
waies Bleached 
EE stet.wteae 1.10@ 1.14 
Cocoanut Ceylon do- 
mestic, bbl. per Ib... .16@16% 
Cochin Imported, spot nominal 
Domestic, bbl........... nominal 


Cod, Domestic, Prime. .$1.15@1.17 

Newfoundland, in bbl... .1.20@1.25 

om. Refined, bbl., 100 
1 


Coeneseresrccces 20@20% 
Porpoise bedy 2... cccccses nominal! 
Olive, denatured - 2.95@3.00 
Neatsfoot, Prime........ 1.40@1.45 
Palm, Lagos, spot per Ib..11@11\4 
Soya Bean, bbl. Ib....... 15@15% 
Miscellaneous 
Barytes : 


White, Foreign, per ton. .nominal 
Domestic prime, 
white floated. 


cho coecus nas $34.00@36.00 
Off color, in base 
. ee .23.00@26.00 
Chali. See ..per ton nominal 
eocvccoce per ton nominal 
Cains, is Imported, 
BOP CR ccccvcces 18.00@2 
Domestic ........ 15.00 @ 20.00 


Patty Commercial 
Commercial, 120 Ib. 
tubs . 


eocccrececcoes 2.75@— 
om TOR ih cevcasewees 4.50@— 
In 1 Ib to 5 Ib tins..... 6.00@7.35 
Spirits Turpentine— 
@ gal. 


In Machine bbls. . .$1.75@— 


Gum Shellac— 


Ib 
voce, hl CTE nominal 
ak ee 1.40@— 
Medium Orange ....... nominal 
A. C. ante erivaeuas 1.20@— 
DE excavectesescecess nominal 
Kala pA ares nominal 
pe SRR errr ree 1.30@— 

Vv. 8. U. uominal 
Colors in O1l— 

P Ib. 
Black, Lamp ......... 40@45 
Black, Coach, Japan ... 28@40 
Black tm fh .ccccvcece 32@36 
SOR DMG oa cc cctane 32@36 
Blue, Chinese .......... 1.00@1.10 
Blue, Pruselan ......... 1.00@1.10 
Blue, Ultramarine ..... 40@50 
Brench Ochre ......... 18@22% 
Green, Chrome, Pure.... 70@75 
Green, Paris .......... 60@75 
Indian Red ........... - 85@89 
Venetian Red ......... 16@18 
Sienna Burnt ....... --. 80@82 
Umber, Raw .......... 28@30 
Omer, Bamt o.ccivccee 28@30 
Chrome Yellow ........ 88@45 

White and Red Lead, 
&e— 
Cents® Ib. 
~~ American White 
LeCGRNeweser awed 10%@11 


2000 Ib. up to 10,000 Ib. per 
100 Ib. 


Po na ‘minimum, 15 tons, 
Per 100 ID. ..ccccccccccces 12.98 
Litharge, American, powdered, 
Steel Kegs, per 100 Ib 
11% @12% 
500 Ib. up to 2000 Ib...... 13.95 
2000 Ib. up to 10,000 Ib. 


10.000 Ib. up to 30,000 Ib., 
per 100 lb 
Carload, minimum, 15 tons, 


Zine, Dry— 
Red Seal (French proc.) 
11%¥@11% 
(French proc.) 
12% @1z2% 
(French proc.) 
18%@13% 


Green Sl. 
White 81. 


American Process. 
5 p. c. lead sulphate. 
19 p. e. lend aniphate. 8% @o% 
20 p. ¢. lead sulphate. .84%@9 
85 p. c. lead sulphate... wu 


9 @9% 


Dry Colors— 


® Ib. 
Black, Carbon Gas....... 15 @30 
Black, Bone powdered.... 5%@10 
Binem, BeOW cccvccecccece 6 @15 
Black, Lamp ...........15 @45 
Be, BO Sc ccccccceces 18 @320 
Mineral Blacks, @ ton....nominal 
Blue, Cofestial ..ccccccscs 12@25 
Blue, Chinese ......... 1.00@1.05 


Blue, Prussian, Domestic.1.00@1.05 
Blue, Prussian, Foreign... .nominai 
Blue, Soluble ......... 1.05@1.10 
Blue, Ultramarine, bbl... 15@45 
Brown, Spanish, high 

grades, per ton..... « -24.00— 


Medium .......eeceees 40@60 
Metallic Paint, ® ton 
RVOWR .cccccccccce .32.00@36.00 
eceeceeceeoees 35.00@40.00 
Ochre, Medium, ® ton.30. — 
American Golden. 
Foreign, Golden # Ib.. 
Fremeh ..ccccccccccces 4% @5% 
Orange, Mineral English. 


nominal 

Prench ...-ce-cee-ceees nominal 

American ...--..+++> 15% @16% 
Red, Indian 

American @ 100 Ib....... 14@16 

ReG, Tescam «..--ccccccees 25@30 


Red. Venetian, ® 100 Ibs.24%@5 


MS FOE cecevcecceeus 28@40 
Sienna Ttati-r bhnrnt 

and powdered .........- 6% @15 

Burnt -lump ...-...cece- 5@6 
Italian, Raw, pow- 

GORGE 6 cc ceccesssawens 5@6 
American, Raw ........-.-- 3@4 
American, Burnt and pow- 

Cer rer rere re ee 3%@4 
Tale, French .......-«--- nominal 


American, per ton. .$zv.u" @4v.00 
Hallam .cccccces:. nominal 
Terra Alba. 
French ......8 100 Ib. .nominal 
English: ...... # 100 Ib. .nominal 
American, ® 100 db. No. 1 
1.25@— 
American, ® 100 Ib. No. 2? 


1.0@— 

Omber, Turkey Bnrnt 

and powdered .......... 5@6 

Kaw and powdered nominal 
Burnt, American .........% 3% @4 

Raw lump .... . gun inal 

PD cecakdtacuncseceusse 4@5 
Yellow, Chrome, Pure... ..35@38 
Oxide Red. Domestic, 

copperas in casks........ 14@18 
Vermilion, Quiek Silter 

Migife ccc cccccccce 1.65@— 

GN a widictecccaveseda nominal 
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at $1.84 per gal., in 10-gal. lots at 
$1.94, in 5-gal. lots at $1.99, and in 
1-gal. lots at $2.04. The linseed oil 
market also is lower, about 7c. per gal. 
than it was a fortnight ago. The sup- 
ply of wood alcohol continues so 
meager that prices quoted for it are 
purely nominal. Denatured alcohol re- 
mains scarce and expensive. 









Local jobbers’ prices on oils, ete., per 
gallon, follow: ‘ 

Oils: Aleohol, ete.: 
ee $2.30 Denatured ...... $1.11 
a ‘ ae Wood ‘ ing 

OS 2 Gasoline 37-40 

Linseed 3enzine .37-40 
Neatsfoot Turpe ntine .-... 1.72 





Shellac.—Shellac gums continue to 
filter into the country in sufficient 
quantities to keep the tendency of dis- 
tributing prices downward. Gums that 
only a short time ago were quoted at 
$1.90, can now be obtained at $1.65. 

We quote from jobbers’ stocks: Light 
orange shellac gums, in small quantities, 
$1.65 per lb.; T.N., $1.45 per lb.; bleached 
white shellac, $1.65 per Ib. 

Sundries.—Prices for sponges con- 
tinue to advance owing largely to the 
fact that there is a great scarcity of 
divers. With the growing scarcity has 
come a freer usage of filters, some 
sponges we have recently handled 
showing an exceptionally large per cent 
of sand shrinkage. Sand paper also 
has been advanced. Oxalic acid, which 
was selling at 62c. per lb. a short time 
ago, now commands 70c. and there is 
comparatively little to be had. Some 
makes of paste have been marked up, 
partly on account of the cost of flour 


and labor. We quote from jobbers’ 
lists: 

Putty (best), in 125-lb. drums, 9%c. per 
ib.; commercial putty (in drums). 64c.; 
paint removers, $3 list; oxalic acid, 70c. 


per lb 

Waxes.—A good steady normal de- 
mand for waxes is reported. The mar- 
ket is not over-supplied with the vari- 
ous brands and for that reason holds 
very firm. Jobbers’ prices follow: 


Floor waxes, 45c. to 50c. per Ib.; paraffin 
Waxes (in cakes), 10%c. Ib.; parowax 
(in Ib. cakes), 12c.; best beeswax, 55c. per 
cake. 


Twin Cities Paint Market 


MINNEAPOLIS AND ST. PAUL, 
June 15, 1920. 
Retail sales remain quite active be- 
ing somewhat more so than usual for 
this late in the season. 


Mixed Paint.—Prices are holding as 
last quoted. Sales are good with a 
laige supply in hands of jobbers. 

We quote from local 
First grade house paint, $4 per gal.; sec- 
ond grade house paint, $2.60 per gal. 

White Lead.—Prices are still holding 
steady as last quoted. with sales at a 
comparatively low point. 

We quote from local jobbers’ stocks: 
Red Seal White Lead in 100-lb. kegs, 


$13.61 per 100, with the usual differentials 
for size of package and quantity. 


jobbers’ stocks: 


Turpentine.—There has been an d- 
‘ditional recession in price of turpen- 
tine in barrel lots since last reported. 


We quote from local jobbers’ stocks: 
Turpentine, in barrel lots, $2.13 per gal. 














Shellac.—Scarcity of this item still 
continues and sales fairly active. No 
price changes. 


We quote from local jobbers’ 
Orange shellac at $6.35 per gal. 
lots; white shellac at $6.85 per gal. 
barrel lots. 


Linseed Oil.—There has been a slight 
decrease in price on linseed oil since 
last quoted. Sales are fair. 


We quote from local jobbers’ 
Raw oil, $1.85; boiled oil, $1.87. 


Denatured Alcohol.—Sales are light. 
There has been no change in price since 
last report. 


We quote from 
Denatured alcohol, 
gal. 


stocks: 
in barrel 
in 


stocks: 


local jobbers’ stocks: 
in barrel lots, $1.20 per 


Boston Cutlery Market 


Office of HARDWARE AGE, 
Boston, June 19, 1920. 

The retail demand for cutlery, which 
fell off last month, is beginning to pick 
up again, which is generdlly taken as 
an indication that dealers have come 
ty the conclusion that stock will be 
hard to obtain later in the season and 
prices probably no lower. As a matter 
of fact the general trend of cutlery 
values is upward and unless there is 
a material evolution in the raw ma- 
terial situation within the next month 
cr so some of the cutlery manufactur- 
ers, who have been opposed to further 
increases in lists, will find themsclves 
obliged to revise prices. In common 
with the retail trade, New England 
hardware jobbers, who reduced pur- 
chases a month or so ago, have again 
entered the market. 

While the general tendency of prices 
is upward, few important actual 
changes are reported this week. I.ocal 
stocks of cutlery, generally speaking, 
aithough scant on some things or sizes, 
compare favorably with those of a year 
ago. This is accounted for by the fact 
that eastern manufacturers, unable to 
ship finished products west, delivered 
as much as possible to the New 
England jobber, either by express or 
truck. Now that the railroad transpor- 
tation situation is slowly and gradually 
improving, it is -anticipated that cut- 
lery receipts by jobbers in this section 
ot the country will grow steadily 
smaller until the western demands are 
taken care of. 


Cleavers.—Family size, $6 per doz.; 
lamb, 8-in., $32; market, 8-in., $42; 9-in., 
$45; 10-in., $48. 

Butcher Knives.—Plain beech han 
5-in., $3.65 per doz.; 6-in., $4; 7-in., “1 
8-in., $6; 9-in., $7.50: 10-in., $9; 12 - 
$12.50; 14-in., $16. Ebony handie, with 
brass rivets, = in., $7 per doz.; 7-in., $8.50; 
8-in., $9.50; 10-in., $13.50; 12-in., "$17.50: 
14-in., $21. 

Kitchen Knives.—Beech handle, $1.50 
per doz. Better grades, in display box 
(assorted), two steel rivets, $2. 

Pocket Knives.—Cocobolo, ebony or stag 
handle, two-blades, steel lined, length 
3% in., $6 per doz.; with chain, $6.50. 


Cocobolo, ebony or stag handle, two blades, 
brass lined, bolster and_ shield, length 
3%-in., $8 per doz. Cocobolo, ebony or 
stag handle, two blades, brass lined, cap, 
= and shield, — 35 in., $12 per 
do Ebony handle (in display box), 
riveted, $3.50 per box. 

Putty Knives.—Cheaper kinds, $1.20 per 
doz.; metal handles, $1.50; cocobolo handle, 


Hardware Age 


bolster (in boxes), $4; cocobolo handle with 
heavy brass rivets, $4 50. 

Scraping Knives.—Ordinary kinds, $1.20 
per doz.; better grades, beech handle 
$3.75; best grades, cocobolo handle and 
bolster, $7.50. 

Shoe Knives.—Square 
lengths, $1.80 per doz. 
doz. 

Table Knives and Forks. — Landers, 
Frary & Clark, cocobolo handle, no bolster, 
first grade, $15.25 per gross; second grade, 
$13.20. Cocobolo handle, with bolster, $17 
per gross. Cocobolo handle with cap and 
bolster, $19 per gross. 

Snips.—Tinners’ No. 12, $1.21 each; No. 
10, $1.95; No. 9, $2.13. Dental snips, No. 0, 
$12.50 doz.; No. 1, $13.70. Pocket snips, 
No. 13, $1.12 each. 

Scissors. — Standard ladies’, Landers, 
Frary & Clark, 4-in., $11.50 per doz.; 4%- 
in., $12; 5-in., $12.50; 6-in., $14. Heinisch 
& Wiss, 4-in., $12.20; 5-in., $13.10; 6-in., 
$14.70. Pocket, 4-in., $11.50 per doz.; 4%4- 
in., $11.95; 5-in., $12.40. Button hole, 4%- 
in., $14.75 per doz. Manicure, 3%-in., 
$16.35 per doz. Nail, 344-in., $16.35 per doz. 

Shears. — Landers, Frary & Clark, 
japanned straight trimmers, 6-in., $10.50 
per 


and sharp, all 
Hawk Bill, $2 per 


*straight trimmers, 

$12. 50; 8% in., $13.25; 7-in., $13.75; 7%4- -in., 
$14.50; 8-in., $15; 9-in., $18.20; 10-in., $22. 
Bankers’ shears, japanned, 12-in., 

Barbers’ shears, japanned, 7%-in., 
pickled, 8-in., $15.50; French pattern, 
8-in., $15.50. Heinisch & Wiss, japanned, 
straight, 6-in., $11 per doz.; 6%4-in., $11.75; 
T-in., $12.40; 714-in., $13.10; 8-in., $13.80; 
9-in., $17.25; 10-in., $21.25. Nickel-plated, 
6-in., $2.90 per doz.; 6%4-in., rie: 7-in., 
$14.85; 7%-in., $15.50; 8-in., $16.30; 9-in., 
$20.50. Barber shears, French Pattern, 
6%-in., $17.25 per doz.; 7-in., $18.40; 7%- 
in., $19.50; 8-in., $21. Paper hangers’ 
shears, 12-in., $26 per doz.; 14-in., $32.90. 

Clippers.—Flexible horse clippers, No. 1, 
$12.75; No. 2, $16; list discount, 25 per cent. 
Hair clippers, $1.25 to $3.75 each. 

Safety Razors.—Gillette, regular sets, $5 
to $5.50: traveling sets, $16 to $27, less 25 
per cent discount; Auto-Strop, regular 
sets, $5, less 25 per cent discount; Gem, 
$1 sets, $8.40 in dozen and $9 in less than 
dozen lots; Ever Ready sets, $8.40 in 
dozen lots, and $9 in less than dozen lots. 


Penn. standard sets, $1 and $5; vanity 
sets, $1: fancy sets, up to $10; 30 per cent 
discount. 


Safety Razor Blades.—Gem, in less than 
gross lots, 35c. per set; in one gross lots, 
33ec. per set: in three gross lots, 3lc. per 
set. Ever Ready, in less than gross lots, 
29e. per set; in six gross lots or more, 27c. 
per set. 


The Sense of Feeling 
(Continued from page 58) 


the feeling sense and he makes it 
easy for customers to handle goods. 
Tables are rearranged often, aisles 
always have eye-stoppers and atten- 
tion-getters. This supremely im- 
portant feature in modern selling is 
“worked hard” by the Kalamazoo 
folks, who do a wonderful business in 
a moderate sized city, much of it 
due to the fact that the store invites 
and the displays court your investi- 
gation. 

Should HARDWARE AGE say it had 
a sure plan to stimulate sales 20 per 
cent in an inactive department and 
invite inquiries every mail would 
bring letters. Authorities agree 
that proper display of goods is 20 
per cent or even more in selling, so 
consider this idea—make your goods 
accessible—a sure means of boosting 
sales 20 per cent where it has not 
been followed. Try it on some dead 
line. See how it will quicken it. 
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Tie Sts Ga ca This Advertisement 
Phe eee Helps Your Store 


began work on the Sultan’s Gateway at Constan- 


| tinople. “Today it stands completed—an architectural 
li gem of the Near East. Into its beauty the life work 


: of many artists has been moulded. The hinge is an old, old product. 
The usefulness of this wondrous gate depends—just ° : e e 
_ as that of any other door—on hinges. These were There 1S nothing startling about its make- 
ey made'to give the gateway life; to fulfill the purpose of e - ° 
fits creators—yet in doing so to lend artistic harmony up but 1t performs a mighty important 
; both by design a0 by work effectively done in hushed | f 
f silence. service. 
ti This Worthy purpose embodies the creed of every 4 
© McKinney Hinge. Whether for modest garden gate ‘ , 
t, or moniimental cathedral door, they combine unin- . The McKinney Manufacturing Com- 
A terrupted service with artistic design. ee 8 
gee The?McKinney Manufacturing Company at Pitts-. - 4) pany has been Impressing the value of 
Le burgh, Pennsylvania, has been manufacturing hinges a . : : 
and buts for fifty ‘years. These products are the this service upon the hardware buying 
. standard-bearers in their field. ‘ bli Milli ] ki hi 
enenborn your city, very boom! at the most pu IC. UNONS are 1OOKING at iInges 
prominent hardware store, you can buy hinges stamped b bs > 
with the’ name“ McKinney”. “Remember this name ina new light and learning the value of 


when you. consider building or repairs and’ buy ac-. © | ‘“ : ” 
cordingly? Then you willbe rewarded by years of the name McKinney 

_ unfailing hinge usefulness— you will: have settled the 
hinge question for life. 


- ‘The name McKinney is ED or : The demand for McKinney products 
McKINNEY MANUFACTURING ‘COMPANY, Pitisburgh is great. Take advantage of it. Feature 
Western Office, Chicago , _ Export Representation 


McKinney display material. Let every 


3 MCKINNEY ~ customer know you carry McKinney 


bar akin and Butts | products—the standards in their field for 
fifty years. 


Abe manufacturers of garage aad farm building 
wr hardware, furniture hardware and McKinucy One- Maw Trucks. 
oy These Mckiekn | One-Man Trucks eliminate ae need of extra helpers and cut trucking costs bn half, | 

















McKINNEY MANUFACTURING COMPANY 





Pittsburgh 
This is the seventh advertisement in the big : ‘L: 
national campaign to make 9,000,000 prospec- Western Office, State-Lake Bldg., Chicago 
tive customers think more about McKinney Export Representation 


products. This advertisement appears in The 
Saturday Evening Post, June 26th. Other adver- 
tisements, appearing in Architects’ and Builders’ 
magazines, are swinging this class of buyers to 
a full realization of the McKinney standard, 


Also manufacturers of McKinney 
garage and farm building door- 
hardware, furniture hardware 
and McKinney One-Man Trucks. 


MCKINNEY 
Hinges and Butts 

















Products Being 


New Self Reading Micrometer 


The Simplex micrometer is a new 
self-reading instrument made by the 
Consolidated Tool Works, 261 Broad- 
way, New York. 

This tool is based on the established 
design of standard micrometers, but 
has the advantage of easy reading 
numerals instead of the familiar grad- 
uation. The exact reading is at all 
times in plain view and can be seen at 
a glance, which will not only save time 
for the user, but is claimed will pre- 
vent mistakes in reading and in com- 
puting measurements. 

There are only two working parts in 











Simplex Micrometer 


the self-reading unit of the tool and 
these are made of hardened steel. 

The maker claims that any one who 
can read three figures can successfully 
use this micrometer with accuracy. It 
is also pointed out that the introduc- 
tion of this new tool removes an old 
bugbear from machine shops and fac- 
tories, as only an experienced mechanic 
was capable of using the old type; this 
one anyone may use. 


Mir-A-Kal Paste 


Mir-A-Kal Paste is a new discovery, 
offered by the Moers-Wright Co., New 
York, N. Y., and sometimes called the 
“Invisible Glove.” 

It is a creamy substance resembling 
somewhat cold cream. It is rubbed 
over the hands before any work which 
makes the hands dirty, is started. -It 
is said to dry in less than thirty sec- 
onds, forming a film or “invisible 
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Placed on the Market by Hardware Manufacturers 


the presence of the film is neither 
visible nor in any way a handicap to 
the user. Dirt, grease, paint, ink, dyes 
cr any other substances soil only the 
film of Mir-A-Kal paste. 

When the work is over the user 
merely washes his hands with water, a 
lather is thus formed, and the hands 
rinsed off clean without the use of any 
soap. 

The manufacturer guarantees that 
Mir-A-Kal paste will not injure the 
most tender skin, regardless of how 
frequently it is used. 

Mir-A-Kal paste comes in two sizes, 
in handy style cans. 


Rolling Window Screen 


The Rolup rolling window screen 1» 
made by the Perfected Rolling Window 
Sereen Co., Inc., 17 Battery Pl., New 
York. 

In operation the Rolup closely re- 








Rolup Window Screen 


down in grooved metal’ slots, and is 
made of waterproof fabric. 

The Rolup does not have to be 
painted, put up in the summer, nor 
taken down in the winter. It is a per- 
manent window fixture and is said not 
to interfere in any way with the awn- 
ing, shade or window. A _ concealed 
brush at the top cleans the screen each 
time it is rolled up or down. 


Ace Interchangeable Razor 


The Connolly Manufacturing Co., 55 
Vesey St., New York, is making the 
Ace, a straight edge razor with an 

















Ace Razor 


interchangeable blade. It is claimed 
that this is,a quality razor without a 
high finish. 

The japanned handle is made of 
metal, and the halder of the blade is 
nickel plated but not highly polished. 
A nickel plated guard will be furnished 
with each razor. The blade slides into 
the holder easily. The holder springs 
it into place, so that it will not slip, 
when in use. 

The manufacturer claims that the 
blade furnished may be stropped in the 
regular way and that the shaving edge 
will remain efficient for two or three 
months. A smooth shave during that 
time is also promised by the maker. 

At present the manufacturer is mak- 
ing only two models, the difference in 
the two styles being in the handle. One 
handle is of metal and other celluloid. 
Later on more elaborate models with 


glove.” This coating protects the hands sembles the familiar window shade, as suitable leather cases will be added to 


as a glove would, but it is said that 


a ~ 


it reels up on a roller. It runs up and 


the line. 
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You can’t be wide awake dur- 
ing the day unless you can be 
sound asleep during the night. 





The death of sleep which omniscient nature provides for the rejuvenating 
of your fatigued nerves and broken muscles at the close of each day, 
cannot result in the foreordained resurrection of mind and body at 
each sunrise—unless you sleep in fresh air. 


An abundance of oxygen is one of the conditions necessary to make 
your restoration complete. 


To get oxygen, you must have fresh air. 


The simplest, most satisfactory, and most convenient means of having 
just the right amount of fresh 


air in your sleeping rooms 
or porches, under all weather 
conditions, is to equip your 
home with 





Multifold Casement 
Window Hardware 





Enables you to have all the fresh air you want, without direct drafts—with- 
out unsightly architectural effects—without cracks between closed sash—without 
mullions in the open window—without restrictions as to size of window opening 
—without danger of wind slamming sash when open—without possibility of storm and 
cold entering closed windows. 


Builders of homes, hotels, sanitariums, hospitals, schools, libraries, clubs, apart- 
ments and flats, use this style of window hardware extensively. 


Illustrated booklet UC-2 will be sent without obligation to anyone interested. 
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Snap-On Wrenches 


The Snap-On Wrench Co., Milwau- 
kee, Wis., has recently placed on the 
market five types of socket wrenches, 
claimed to do the work of fifty ordinary 
socket wrenches. These tools are 
branded Snap-On. 

Combination sets 


are made and 
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Snap-On Wrenches on Display Board 


packed up in finished tool boxes, suit- 
able for car owner, garage and machine 
shop mechanism use. 

Attractive display boards are fur- 
nished to dealers handling this line. 

The Snap-On set includes five types 
of wrenches and ten standard size 
sockets. 


Stiles Adjustable Explosion 
Whistle 
The Stiles adjustable explosion 


whistle, suitable for use in trucks and 
passenger cars, is made by the Stiles 
Manufacturing Co., St. Louis, Mo. 

To install it is not necessary to drill 
any holes, as the whistle takes place 
of any pet cock, or as in the case of 
the Ford car, it is furnished with a 
spark plug adapter that fits in the 
block, and accommodates both the plug 
and the signal. ° 

It is possible to adjust the tone to 


any desired pitch, regardless of the 
compression of the motor. A wire or 





Stiles Whistle 


heavy cord run from the whistle to the 
dash or steering column controls the 
signal which may be operated by a 
slight tug of the finger. 


New Ford Device 


In line with the familiar adage, on 
prevention and cure, the “Non-Kick,” a 
new device for Ford cars is offered by 
the Weldon Auto Specialty Co., Kansas 
City, Mo. 

It operates on the ratchet principle; 
any time the motor back fires or kicks 
back, the device automatically dis-en- 
gages the clutch, allowing the motor 

















“Non-Kick” in Place 


to reverse, without injury to the driver 
or the engine. This device may be 
applied to any Ford model in about 
five minutes without removing the 


starting crank. It slips over the handle 
and requires only the removal of one 
nut to make thé installation complete. 


New Battery Guage 


The Jewell Battery Gauge is a new 
product of the Mehan-McBroom Co., 





Jewell Battery Gauge 


Chicago, IIl., designed for the motorist 
who wishes to steer clear of ignition 
trouble. 

It is connected to the storage battery 
in the usual way, and is mounted on the 
instrument board at a convenient point. 
The registration of voltage is given 
when the ignition switch is “on.” The 
dial is divided in three parts, as the 
illustration shows. This method of reg- 
istration strikes home in the mind of 
the driver more rapidly than a mere 
low voltage given in figures. In this 
gauge both the current capacity and 
the general condition of the battery 
ignition system may be told at a glance, 
making it possible at all times to as- 
certain the advisability of continuing 
or visiting a shop. 

The maker claims that the instru- 
ment consumes but 1/100 of an ampere 
when in use, which figures out to be 
but 1/50 of the amount used by the 
ordinary tail light. 

Accuracy in registration 
anteed by the manufacturer. 


is guar- 


Reading matter continued on page 94 
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Hercules Tractor Special 


Every Dealer 


has received repeated calls for a spark plug that will 
run a tractor. The average automobile plug was not 
built for tractor service, any more than the average 
passenger car was built for plowing. 




















A Tractor Special 


spark plug must be designed and built for extremes of 
service which are never encountered in the average 
motor vehicle. The HERCULES Tractor Special was 
designed and built to withstand extremes of heat and 
vibration, to ignite freely inferior grades of fuel and 
to remain free from carbon or oil deposits. It is an 
oversize, heavy duty model carrying stone porcelain 
insulator, special alloy electrodes and firing points, 
“‘flexatite’”’ assembly (including slotted gland) and other 
features which place it in a class above any competitive 
offering. 


Ask your jobber for full details and particulars re- 
garding the exceptional opportunity offered the dealer 
taking over distribution of the full HERCULES line of 
spark plugs. 


ECLIPSE MANUFACTURING COMPANY 
Indianapolis, U. S. A. 














Notes of the Retail Hardware Trade 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Charlotte, N. C., 
May 10, 11, 12, 13, 1921. T. W. Dixon, 
secretary-treasurer, Charlotte, N. C. 


GRAHAM, TEx.—The Young County 
Hardware & Furniture Company has 
been incorporated with a capital stock 
of $50,000 by W. S. Husted, W. H. Pratt 
and J. C. Rentz, to deal in the follow- 
ing lines, on which catalogs are re- 
quested: automobile accessories, base- 
ball goods, belting and packing, bi- 
cycles, buggy whips, builders’ hard- 
ware, building paper, children’s ve- 
hicles, churns, cream separators, crock- 
ery and glass, cutlery, dog collars, fish- 
ing tackle, furnaces, furniture depart- 
ment, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ 
supplies, iron beds, kitchen cabinets, 
linoleum, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
tin shop, toys, games, wagons, buggies 
and washing machines. 

FAIRFIELD, WASH.—L. M. Collins re- 
quests catalogs on automobile acces- 
sories, baseball goods, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, children’s 
vehicles, churns, cream separators, cut- 
lery, dairy supplies, electrical house- 
hold specialties, fishing tackle, fur- 


naces, furniture department, galvan- 


ized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating 
stoves, heavy farm implements, home 
barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods and washing machines. 

BEAR CREEK, WIS.—George V. Naze 
has purchased the interest of his part- 
ner Mr. Huebner in the firm of Hueb- 
ner and Naze. 

GREEN Bay, Wis.—W. E. Fairbairn 
has purchased an interest in the Green 
Bay Hardware Company. 

Lop1, Wis.—-W. J. Breit has pur- 
chased a hardware stock here. 

McFARLAND, Wis.—S. Thompson & 
Son have purchased a store building 
here, which after being remodeled will 
be used as a hardware and paint store. 

MENOMONIE, Wis.—The Jackson 
Hardware Company stock was dam- 
aged by fire some time ago. 

MILWAUKEE, Wis.—The H. F. Haess- 
ler Hardware Company, 134-136 Mason 
Street, has been incorporated with a 
capital stock of $50,000, as successor 
to the business of Herman F. Haessler. 
The concern will conduct both a whole- 
sale and retail business. 

NEENAH, WIS.—The William Krue- 
ger Company, dealing in hardware and 
furniture, has increased its capital 
stock from $100,000 to $150,000. 

SHELL LAKE, WIs.—R. L. Tarbox has 
purchased the interest of E. J. Neu- 


mann in the firm of Tarbox & Neu- 
mann, and will continue the business 
under his own name. 


SPARKMAN, ARK.—The Sparkman 
Hardware Company has been incor- 
porated with a capital stock of $50,000. 
The incorporators are G. T. Merritt, 
W. T. Murray, R. P. Graham and J. W. 
Lee. 

SAN JOSE, CAL.—Mangrum & Otter 
have disposed of their stock of hard- 
ware to Charles A. Payne. 


APALACHICOLA, FLA.—The Hinckley 
Hardware Company has taken over the 
stocks of the Hoppe Hardware Com- 
pany and the Marks-Wakefield Hard- 
ware Company, both of which concerns 
have retired from business. 


ALEDO, ILL.—C. P. Carroll who some 
time ago took over the interest of his 
partner W. K. Wells in the hardware 
business of Wells & Carroll, has sold 
his stock and business to the Detwiler 
Bros. Hardware Company. 

HILLSBORO, ILL.—Geo. W. Brown, Jr., 
doing both a wholesale and retail busi- 
ness, requests catalogs on electrical ap- 
pliances. 


MARION, ILL.—The Garrison Bros. 
furniture and hardware stock has been 
purchased by the Swinney & Wallace 
Co., 402-404 North Market Street. The 
business has been incorporated for 
$25,000. Catalogs requested on hard- 
ware, furniture and paints. 

FoRT WAYNE, IND.—The Seavey 
Hardware Company, 614-616 So. Har- 
rison Street, conducting both a whole- 
sale and retail business, has changed 
its name to the Wayne Hardware Com- 
pany. The business was established in 
1875, and catalogs are requested on the 
following lines: Baseball goods, bath- 
room fixtures, bicycles, buggy whips, 
builders’ hardware, building paper, 
churns, cutlery, dog collars, dynamite, 
electrical household specialties, fishing 
tackle, galvanized and tin sheets, kitch- 
en housefurnishings, linoleum, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, re- 
frigerators, shelf hardware, silverware, 
sporting goods and washing machines. 

MT. VERNON, IND.—The Sailer-More- 
head Hardware Company has been in- 
corporated as successor to J. 8. Evans, 
with a capital stock of $8,000 to deal 
in automobile accessories, belting and 
packing, bicycles, buggy whips, build- 
ers’ hardware, building paper, churns, 
cutlery, dog collars, dynamite, electrical 
household specialties, fishing tackle, 
galvanized and tin sheets, gasoline en- 
gines, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrig- 
erators, shelf hardware, silverware, 
sporting goods and washing machines. 
The incorporators are Joseph J. More- 
head, George M. Sailer and George A. 
Sailer. The stock has been rearranged, 
and catalogs are requested on well sup- 
plies, pumps, etc. 


WINDFALL, IND.—Elery Aeby has 
bought a hardware business here. His 
stock comprises belting and packing, 
buggy whips, children’s vehicles, 
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churns, cutlery, electrical household 
specialties, fishing tackle, gasoline en- 
gines, harness, heating stoves, heavy 
farm implements, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, ranges 
and cook stoves, shelf hardware, silver- 
ware, wagons, buggies and washing 
machines. 

TERRE HAvuTE, IND.—The hardware 
business conducted by the late A. N. 
Smith at 301 Wabash Avenue, has been 
sold to W. H. Baugh, R. B. Baugh and 
M. B. Tolliver. 

GRINNELL, IowA.—J. M. McKarahan 
& Co. have disposed of their stock and 
business to Bortell & Forehand, who 
are now in possession. 

Nora Sprincs, Iowa.—The Tatum 
Hardware Company is the new owner 
of the Hart-Tatum Hardware Company 
stock. 

PraTT, KAN.—Rankin Bros., former- 
ly of Red Rock, Okla., have succeeded 
to the business of the G. Sneed Hard- 
ware. 

AUSTIN, MINN.—G. J. Voss has pur- 
chased the interest of W. S. Finn in W. 
S. Finn & Co., 209 Main Street. The 
Austin Hardware Company will be the 
new firm name. 

CLEAR LAKE, MINN.—William M. 
Dingmann has entered the hardware 
business with his father under the 
name of J. H. Dingmann & Son. 

DULUTH, MINN.—The Kelley Hard- 
ware Company, 118-120 West Superior 
Street, has changed its name to the 
Kelley-Duluth Co. The concern’s busi- 
ness is retail at the main store, and 
wholesale at its three branch stores. 


Morris, MInNN.—J. J. Hockert has 
started in business here, carrying a 
stock of belting and packing, children’s 
vehicles, cream separators, dairy sup- 
plies, electrical household specialties, 
fishing tackle, gasoline engines, heavy 
farm implements, heavy hardware, me- 
chanics’ tools, poultry supplies, wagons, 
buggies and washing machines. 

PARK RAPIDS, MINN.—Thomas & 
Padgett have sold their stock to the 
Haight Furniture Store, which re- 
quests catalogs on children’s vehicles, 
fishing tackle,- furniture department, 
hammocks and tents, heating stoves, 
iron beds, kitchen cabinets, kitchen 
housefurnishings, Jinoleum, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, wagons, buggies and washing 
machines. 


PIPESTONE, MINN.—I. L. Demaray 
has become a partner in the Turk 
Hardware Company, whose business is 
both wholesale and retail, and which 
requests catalogs on electrical house- 
hold appliances. 

BETHANY, Mo.—Stubbs & Son have 
disposed of their furniture stock to 
Denny & Jones, who request catalogs 
on a line of furniture. 

BAYARD, NEB.—Homer and Charles 
Fulk have purchased a half interest 
in the Burke & Harpole Co. Catalogs 
requested on electrical household spe- 
cialties, sporting goods and mechanics’ 
tools. 

ProsPEcT, OHI0O.—The Herbster 
Hardware Company has succeeded to 
the business of B. K. Herbster & Son. 











